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A New England Mutual General Agent ANSWERS SOME QUESTIONS about 





our national 


advertising campaign 


I see you’re taking a new approach in your advertis- 


" eer ee * : i ? 
Twenty-three years in life insurance, sixteen of them ing. How come? 


as a General Agent — that’s the background of E. a a himeenl 
Clare Weber, head of New England Mutual’s million- ‘ ” a ee ae ee 
a-month Cleveland agency. Mr. Weber is President of people. We found out they were really eager to learn 
the Cleveland Chapter of Chartered Life Underwriters, r . 

and last year was President of our General Agents As- more about life insurance—how it could make their 
sociation. He is a firm believer in advertising which 
he uses constantly at the local level to build produc- 
tion and prestige for his agency 


lives easier. This agreed beautifully with the fact that 
our agents find it much easier to sell life insurance to 


a person who is familiar with it.’ 


Are you going to continue to use the agent in your 
ads? 
“Sure. Isn’t he the logical person to provide such in- 
formation? And we think it’s good business to increase 
public appreciation of the helpful knowledge that life 


. ” 
Insurance agents have. 


Are the questions you ask more or less typical? 
“Yes. We find people ask our agents questions like these 
every day. Each agent we show answering them is 
presented as a symbol of all the 1300 New England 


Mutual agents throughout the United States.” 


Where’s the new campaign running? 

“Ads selling family protection are running in the 
Saturday Evening Post, Time, and Newsweek. Then 
there’s a special series selling business life insurance 
in U. S. News and World Report, Business Week, and 
the national edition of the Wall Street Journal. We've 
a substantial schedule in all these publications. They 


reach a total circulation of more than 8 million.” 
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Get more for your MONEY ! cer more tite in A 


was 
surance protection for the same premium dollars with Union paar 


Mutual’s welcome—and welcomed !—Preferred Risk policies. 
Here, for the benefit of your present customers and prospects, 
is the ultimate answer to today’s trend toward bulk buying of 
insurance protection. At age 35, for example, assuming our 
new dividend scale, the net cost per year of UM’s Preferred 
Risk coverage, on a 20-year basis, is just 25 cents a thousand. 
Other ages are equally attractive. The minimum unit is not 
$15,000, not $10,000, but $5,000. Cash values and dividends 
are generous, and you sacrifice none of wy 
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Shanks Succeeds 
Paul F. Clark as 
Institute Chairman 


Past Chairmen Are 
Honored at Luncheon; 
Membership at 163 


NEW YORK—Institute of Life In- 
surance, at its annual meeting here, 
of Prudential, as chairman to succeed 
elected Carrol M. Shanks, president 
Paul F. Clark, president of John 


Hancock. 
A special feature of the luncheon 
was the 


presentation of plaques to 





Holgar J. Johnson 


Carrol M. Shanks j 


past chairmen of the institute in ap- 
preciation of their services. All the 
living past chairmen were _ present. 
Mrs. John A. Stevenson received the 
plaque honoring her late husband, who 
was president of Penn Mutual Life. 
e e e 

Those who were presented with 
plaques were Frazar B. Wilde, presi- 
dent of Connecticut General; M. Albert 
Linton, chairman Provident Mutual; 
Gerard S. Nollen, retired chairman 
Bankers of Iowa; Claris Adams, exec- 
utive vice-president and general coun- 
sel of American Life Convention; Le- 
roy A. Lincoln, chairman of Metropol- 





OFFICERS ELECTED 


Chairman—Carrol M. Shanks, pres- 
ident of Prudential. 

Directors—O. Kelley Anderson, 
president New England Mutual; E. M. 
McConney, president Bankers of Iowa; 
Jay C. Higdon, president Business 
Men’s Assurance; and J. K. Macdon- 
ald, president of Confederation Life. 





itan Life; Edwin W. Craig, chairman 
of National Life & Accident; Freder- 
ick W. Hubbell, president of Equit- 
able Life of Iowa; Robert E. Henley, 
investment committee chairman of 
Life of Virginia; and Edmund Fitz- 
gerald, president of Northwestern Mu- 
tual. 

Following the presentation Mr. Fitz- 
gerald asked for the privilege of the 
floor and presented a plaque to Mr. 
Clark. 

Holgar J. Johnson, president of the 
institute, who was the final speaker 
at the morning session, took issue with 
the frequently expressed view that so 
much is being done for the individual 
that he is losing his incentive to pro- 

(CONTINUED ON PAGE 23) 


FTC Holds Pre-trial, 
Mason Suggests 
Trade Conference 


Of the 17 A&H insurers charged in 
federal trade commission complaints 
with misleading advertising, 16 were 
represented at a pre-trial conference 
at Washington Monday. Reason for the 
conference, at which Examiner Cox 
presided as senior hearing examiner, 
was understood to be to acquaint com- 
pany counsel with what FTC hopes to 
prove. Other FTC officials present 
were Robert Sills, attorney in charge 
of the investigation, and Loren Laugh- 
lin, examiner. All three men have been 
assigned several complaints. 

Lowell B. Mason of FTC suggested 
in a speech at South Bend chamber of 
commerce that the A&H business ask 
FTC for a trade practice conference to 
set up standards by which to measure 
advertising. 

In a talk at Washington Ear] Kint- 
ner, FTC general counsel, said com- 
plaints against the 17 companies are 
only a prelude. “Many more are in the 
mill,” he said. 

FTC now has received answers from 
American Life & Accident of St. Louis 
and Auto Owners Safety of Kansas 
City. They are represented by Alvis 
Layne, who also is attorney for Guar- 
antee Reserve Life of Fort Collins, 
Colo., and Life of America of Wilming- 
ton. 

American Hospital & Life of San 
Antonio was not represented at the 
conference, which was closed. 

Other attorneys present at the pre- 
trial conference besides Mr. Layne 
were George F. Barrett, Chicago, rep- 


resenting Bankers Life & Casualty, 
(CONTINUED ON PAGE 23) 
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Hope Looms for6%% Dawson Asks Full 


Tax, Companies 
Squarely Behind It 


NEW YORK—Encouraged at recent 
developments, the life companies are 
again squarely behind the present 
614% basis of taxing the company as a 
permanent plan. This was brought out 
by Robert L. Hogg, senior vice-presi- 
dent and advisory counsel of Equita- 
ble Society and chairman of the joint 
federal income taxation committee of 
Life Imsurance Assn. of America, 
American Life Convention, and Life 
Insurers Conference, at the annual 
meeting of LIA here this week. 

Speaking at a symposium on cur- 
rent problems, Mr. Hogg said that at 
first Chairman Curtis of the ways and 
means subcommittee of life company 
taxation was opposed to continuing the 
present 614% stop-gap formula which 
the business almost unanimously 
wanted made permanent. 

However, as he became more fami- 
liar with the complexity of devising 
a formula for life company taxation, 
Mr. Curtis grew less opposed to it. As 
a result, the life companies have swung 
back to the 642% formula and away 
from their previous 3-pronged ap- 
proach they had developed when it 
appeared the 644% had no chance. 

The companies are now all out for 
the flat 64% tax, and also for keep- 
ing it at 64%. 


The booklet recently put out by the 
ways and means subcommittee is an 
objective analysis of all approaches but 
Mr. Hogg said that underlying it is the 
corporate income tax idea and the 
business is definitely against that. He 
expressed confidence that the change 
in political makeup in Congress would 


not affect the life company taxation 
‘(CONTINUED ON PAGE 24) 





Late News 





Bulletins... 








American H. & L. to Be First Case Heard 


WASHINGTON—Federal trade commission’s case against American Hospital 
& Life will be the first of the 17 cases involving complaints of misleading ad- 
vertising to be heard, it was brought out at the pre-trial conference here with 
company counsel. The hearing, to begin Dec. 20 at San Antonio, will be re- 
garded as a pilot case in that it will serve as a yardstick of hearing length. 
Commissioner Cox expects it to run until Christmas. It will be on the merits. 

Commission attorneys said they will oppose any attempt to take up the 
question of FTC’s jurisdiction in the complaints as the first order of business. 
FTC attorney Robert Sills told the conferenee the commission does have juris- 


diction. 


Answers by American Life & Accident and Auto Owners Safety of Kansas 
City denied the FTC complaints and contained motions to dismiss them on 
grounds of lack of jurisdiction. If the motions are denied the companies would 
seek to transfer the cases to the FTC bureau of consultation. In this event trade 
practice consultation procedure could result, as happened in the case of the 


mail order business. 


Travelers Extends Employe Benefits 


A 5% bonus of annual salaries, with a minimum of $25 and a maximum of 
$500, has been voted by Travelers for all employes in observance of the com- 
pany’s 90th anniversary. It will be distributed Dec. 15. The company also has 
established a noncontributory retirement plan. It has had an informal program. 
It also is liberalizing its contributory employe hospital and surgical expense 
coverage and adding a catastrophe benefit without cost to the employe. Its 
contributory and non-contributory group life programs are being extended or 


revised. 


Study of Social 
Welfare Picture 


LIA President Warns of 
Risk of Mortgaging Future 
and Blighting Economy 


NEW YORK—Before this country’s 
social welfare plans are extended fur- 
further, or before any new ones are 
adopted, there should be a thorough 





L. W. Dawson 


R. D. Murphy 


and impartial! study of the whole social 
welfare system and all its implications, 
said President Louis W. Dawson. of 
Mutual of New York in his address as 
president of Life Insurance Assn. of 
America at the annual meeting of LIA 
here this week. 
+ * « 

He spoke out vigorously against an 
unthinking mortgaging of the oncom- 
ing generation’s future earning power 
through over-liberal social security 
promises. 

“We should determine the philoso- 
phy and ultimate objectives of such 





OFFICERS ELECTED 
President—Ray D. Murphy, 
dent Equitable Society. 
Directors—Three year terms: Cecil 
Woods, president Volunteer State Life; 
Claude L. Benner, president Contin- 
ental American Life; Louis W. Daw- 
son, president Mutual of New York, 
ex-officio as immediate past president; 
Deane C. Davis, president National 
Life of Vermont; Benjamin L. Holland, 
president Phoenix Mutual Life; one- 
year term to fill out Mr. Murphy’s un- 
expired term: Walter O. Menge, 
president Lincoln National Life. 


presi- 





programs,” he declared, “examine all 
present plans in the light of those ob- 
jectives, examine overlapping or con- 
flicting plans, review the soundness 
and future cost of existing plans, con- 
sider any new plans in the light of the 
ability of the country to support them, 
and continuously analyze the impact of 
all such plans on elements in our eco- 
nomy. 

“The over-all purpose would be to 
make sure we did nothing that would 
adversely affect the productivity and 
economic progress of the country, upon 
which all social welfare plans must de- 
pend for their validation, in the final 
analysis.” 

Con¢eding that various groups have 

“(CONTINUED ON PAGE 24) : 
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Thore Questions 
Wisdom of Denying 
FTC Ad Jurisdiction 


Says Thwarted Commission 
Might Seek Congressional 
Reappraisal of PL 15 


NEW YORK—The insurance busi- 
ness might be wiser to avoid, so far 
as is feasible, a dispute with the fed- 
eral trade commission over jurisdiction 
in connection with 
the FTC com- 
plaints against 
A&H advertisers, 
Eugene M. Thore, 
general counsel of 
Life Insurance 
Assn. of America, 
intimated in his 
report at the LIA 
annual meeting 
here. 

“It is possible”, 
he said, “that 
should the __ test 
cases involving the jurisdictional is- 
sues be decided against the FTC, the 
commissioner might recommend to 
Congress that the McCarran act be 
reviewed in the light of the commis- 
sion’s contention that A&H advertising 
is not being adequately regulated at 
the state level. 

“In the light of these circumstances 
the insurance business might consider 
the advisability of avoiding, to the ex- 
tent feasible, a dispute with FTC over 
jurisdiction.” 

Mr. Thore said that such an objec- 
tive might be accomplished through 
voluntary action within the framework 
of FTC procedures. 

“Everyone believes that truth in ad- 
vertising is essential to our commer- 
cial system,” he said. “It is generally 
believed to be in the public interest 
and to the advantage of business to 
avoid questionable advertising in the 
first instance through voluntary ac- 
tion. Procedures have recently been 
established by FTC to encourage the 
business community and to prevent 
advertising complaints before the ad- 
vertising is disseminated. These pro- 
cedures should be of interest to a busi- 
ness such as insurance that constantly 
seeks to avoid public criticism.” 

Last July 1, the FTC established the 
bureau of consultation, to supply ad- 
vice, guidance and information to busi- 
ness men who face FTC problems. The 
new bureau was not designed to act on 
violations, but rather warn against 
possible violations, thus obviating the 
need for filing complaints after dam- 
age has been done. 

Mr. Thore conceded that utilizing 
these FTC procedures undoubtedly 
would be questioned on the ground 
that it would mean accepting some de- 
gree of federal regulation in the field 
of advertising and also because it 
would lead to concurrent state and 
federal regulation. 

“These contentions are valid and 
indisputable,” he said. “On the other 
hand, they must be weighed against 
the confusion that currently exists and 
the fact that the FTC now claims 
power to regulate advertising in states 
without adequate regulatory law and 
over advertising going into states in 
which a company is not licensed. Even 
with adequate regulatory law in every 





E. M. Thore 


state the FTC undoubtedly will still 
claim jurisdiction over the latter situa- 
tion. 

“It should also be realized that un- 
der the FTC act, violations may be 
dealt with through the complaint pro- 
cedure with its attending publicity. 
Unfortunately, such publicity is par- 
ticularly damaging to an insurance 
company because of the high degree of 
trust the public reposes in it. Under 
present conditions there is no way in 
which a company can_ safeguard 
against such an eventuality except 
through the procedure I have describ- 
ed.” 

Meeting the FTC standards through 
voluntary procedures, said Mr. Thore, 
could serve to dispose of current un- 
certainty in the field of insurance ad- 
vertising, avoid an adverse interpreta- 
tion of the McCarran act, reduce the 
risk of FTC complaints with their at- 
tending adverse publicity, and achieve 
uniform compliance with federal law 
without interfering with the powers of 
the states as delegated in the McCar- 
ran act. 


“Presumably the state insurance 
commissioners would participate in 
any proposed voluntary procedure, 
thus utilizing the facilities of the FTC 
to achieve uniform standards and com- 
pliance in an area in which uniformity, 
so essential to advertising, otherwise 
would be difficult to accomplish,” Mr. 
Thore continued. “Such positive action 
would not reflect on state supervision, 
but rather would tend to strengthen 
such supervision through state and 
federal cooperation. It would demon- 
strate the capacity of the business and 
the state supervisory authorities to 
solve a complex problem in the public 
interest.” 

In explaining FTC procedure, Mr. 
Thore said that the complaints FTC 
received indicated that A&H adver- 
tising is of wide public interest. The 
commission considers many companies 
responsible for advertisement of bene- 
fits inconsistent with the actual bene- 
fits provided, and consequently has 
been unwilling to act on an informal 
basis. 

Discussing the federal employes 
group A&H project being studied by a 
joint committee of LIAA and Ameri- 
can Life Convention, Mr. Thore said 
this is a much more complicated pro- 
gram and there is considerable doubt 
whether such a plan can be satisfac- 
torily set up on a national uniform 
basis. Several alternatives are being 
discussed. 

There is also under consideration 
the use of insurance or insurance 
mechanisms to provide health cover- 
age for dependents of military per- 
sonnel. Presently dependents of ser- 
vicemen living on or near military 
establishments receive hospital and 
medical care at the installation with- 
out charge. The Defense Department is 
interested in a system of insured bene- 
fits for dependents of servicemen who 
do not live near a military installation 
and who are being discriminated 
against under the existing program. | 

With respect to union welfare funds, 
no one type of legislation has emerged 
at the federal level as a likely solution 
to the problem. It is probably correct 
to say, Mr. Thore pointed out, that 
there is more confusion now as to the 
proper legislative approach than there 
was at the outset of the investigations. 
After pointing out how life companies 
are involved in the problem, he sum- 
marized: “The problems posed by the 
consideration of either state or federal 
regulation are far-reaching in their 

(CONTINUED ON PAGE 22) 


NAIC Units to Study 
Credit A&H And 
FTC Jurisdiction 


The life committee of NAIC, headed 
by Pansing of Nebraska, appointed a 
subcommittee to carry out the recom- 
mendations in the presidential address 
by Knowlton of New Hampshire on 
credit A&H and credit life insurance. 
The members are Larson of Flor- 
ida, Sullivan of Kansas, Goebel of 
Kentucky, Gillooly of West Virginia, 
and Miller of Vermont. This subcom- 
mittee is expected to meet with con- 
gressional committees or agencies that 
have credit coverage under scrutiny. 

Knowlton’s recommendation was 
that the life committee further consi- 
der the problem of credit life and A&H 
in connection with the sale of the 
coverages in lending transactions and 
the relationship of fair trade practice 
acts and anti-trust laws to such sales. 
This was in addition to the statement 
of principles and suggested rules and 
regulations of such coverages recom- 
mended by the life committee and 
adopted by NAIC. 

Knowlton’s suggestion of a special 
5-man committee of NAIC to prepare 
a brief on the jurisdiction of FTC was 
moved. The NAIC president will be a 
member of the committee ex-officio. 
Knowlton pointed out that the ques- 
tion of the jurisdiction of FTC will 
always be bothersome and commis- 
sioners would like to find out what are 
the areas of jurisdiction of the states 
and what are those of FTC. As Boh- 
linger of New York pointed out, the 
federal liaison committee was unable 
to secure from FTC any assurance 
that it will confine its jurisdiction in 
insurance to misleading advertising. 

The executive committee by resolu- 
tion directed that the law and legis- 
lation committee’s subcommittee on 
tontine policy control be continued 
and report at the June meeting. Ma- 
loney of California heads the subcom- 
mittee. 


“Major Irregularities” 
in Sales to Troops in 


Europe, Hess Declares 


There are “major irregularities” in 
U. S. army rules governing sale of life 
insurance to American troops in Eu- 
rope, Rep. William E. Hess said after 
a two-day congressional hearing at 
Heidelberg, Germany. 

Mr. Hess, who is chairman of the 
House armed services subcommittee 
on defense activities, declared, “we will 
suggest changes in the regulations in 
order to protect service men in buying 
life insurance from American under- 
writers doing business with the army 
over here.” 

But Maj. Gen. A. S. Newman, assis- 
tant chief of staff for personnel in the 
European command and director of the 
army’s insurance operation, said, “I 
have not seen anything brought out in 
the hearing that shows we have vio- 
lated any department of the army reg- 
ulation.” 

The congressional subcommittee 
called the hearing to investigate criti- 
cisms made in an Argosy magazine 
article of American life company op- 
erations in the European army com- 
mand. It was charged in the article 
that the American-organized European 
Assn. of Life Underwriters controlled 
sale of life coverage to U. S. occupation 
forces. The title of the article was, 
“How to Steal $8 Million a Year.” 





Guarantee Reserve Life of Hammond 
has been licensed in Alabama. 


Key Figure in 4 
Welfare Fund Mess 
Denied License 


NEW YORK—Superintendent Boh. 
linger has revoked the licenses of 
Alphonse C. Corcillo and A. C. Corgi]. 
lo, Inc., agents and brokers. Corcillo’s 
and the corporation’s pending applica. 
tions for new licenses were denied, 
Corcillo handled the insurance of a 
number of AFL union welfare funds, 
including that of Local 32-E Building 
Employes Union. One stockholder and 
officer of A. C. Corcillo, Inc., is Mrs, 
Elizabeth Bender Lewis, widow of 
Thomas F. Lewis, who was president 
of Local 32-E until he was murdered 
in August, 1953. It was the Lewis mur- 
der which precipitated the harness 
race track scandals and the investiga- 
tion of union welfare funds. 

Deputy Superintendent Thomas F 
Newman, Jr., sustained several 
charges of violating the New York 
insurance law against Corcillo after a 
12-day hearing. These include acting 
as an independent adjuster, without an 
adjuster’s license, for American Pro- 
gressive Health and Mutual Benefit H. 
& A. Testimony showed that some of 
these adjustments were excessive, un- 
justified or unsubstantiated. 

He was found to have paid Joseph P. 
Pizzo to act as an insurance broker 
though Pizzo was not licensed. Pizzo 
helped Corcillo develop union busi- 
ness. Corcillo also was found to have 
submitted to the insurance department 
books and records containing erasures 
which concealed the true nature of the 
entries. The supposition was that such 
erasures concealed payments to union 
officials. 

Also, Corcillo wrongfully disbursed 
money to union officials and trustees 
of welfare funds and disbursed money 
which he wrongfully charged to enter- 
tainment, advertising and _ postage 
when, in fact, some of the expenses 
were not incurred. 

Mr. Newman also found Corcillo 
failed to disclose to other officers, di- 
rectors and shareholders of Alcor 
agency that he had contracted with 
various insurers in his individual ca- 
pacity and received sums for service 
and expenses and for investigating and 
adjusting claims for such companies of 
which Alcor was agent and broker. 
Companies named in addition to those 
above, are Eastern Casualty, Colum- 
bian National and Companion Life. 

He was also found to have failed to 
disclose that he or his corporation 
were receiving fees from both insurers 
and welfare funds for services which 
to some extent were identical. 

The insurance department previous- 
ly had revoked the _ non-resident 
agent’s licenses held by Union Insur- 
ance Agency of Illinois and Allen M. 
Dorfman of Chicago, when they re- 
fused to submit to examination on the 
charge that about $26,000 in expenses 
paid them in connection with union 
welfare funds were improperly paid 
to him. 

The department has completed its 
report on union welfare funds, which 
it has been investigating many months. 





e Horace Irving, partner, and Clifford 
G. Ward, tax department manager, of 
Price Waterhouse & Co., discussed 
“Reviewing Financial Statements and 
Some Related Considerations” at a 
meeting of Milwaukee Life Insurance 
& Trust Council. 
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UP 3% WITHOUT U.S. CASE 


Estimate ‘54 Life 
Sales 21% Ahead 
of 1953 Record 


NEW YORK—Total life insurance 
sales for 1954 will approximate $47 
billion, 21% more than 1953, the pre- 
vious record year. Ordinary will ac- 
count for some $27 billion, up 6%; 
group for $14 billion, up 84%; and in- 
dustrial for $6 billion, up 1%. 

The figures are estimates by Insti- 
tute of Life Insurance and are con- 
tained in an appendix to the report 
that Manager Bruce E. Shepherd of 





Life Insurance Assn. of America pre- 
sented at the annual meeting of LIA 
here this week. 

An estimated 11% gain in the total 
in-force figure will bring a year-end 
total of $339 billion under nearly 242 
million life insurance policies and 
group certificates in legal reserve com- 
panies. Allowing for duplications in 
coverage, this figures out to around 93 
million policyholders in the United 
States, according to the institute. 


Of the in-force total, ordinary will 
be $201 billion, up 8%; group $99 bil- 
lion, up 24%; and industrial $39 bil- 
lion, up 3%. 

Benefits paid in 1954 will top $6 bil- 
lion for the first time. Death benefits 
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GUARANTEE FUTURE PROTECTION 


With life insurance, carefully planned for your indi- 
vidual family needs by the Praetorians . . . experienced 


in protective benefits for over 55 years. 
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LONG TERM BANK LOANS .f 
ARRANGED ON VESTED “4 
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U. C. & G. C. serves the financial needs of those engaged in the Life Insurance Business. Your 
tax problems may be simplified and savings effected. Correspondence Invited. 


UNDERWRITERS CREDIT & GUARANTY CORPORATION 


405 Montgomery Street, San Francisco 4, California 






LIFE AGENTS 
GENERAL AGENTS 
AND BROKERS 











will exceed $2 billion, up 3%; benefits 
to living policyholders will approxi- 
mate $2.9 billion, up about 14%. A&H 
benefits will total some $1.2 billion, up 
about 11%. 

The size of the jump in group new 
business and in-force is largely ac- 
counted for by the inclusion of the 
largest life insurance case on record— 
the group contract for $7 billion cov- 
ering some 1,750,000 U. S. government 
employes. However, even without this 
group the 1954 sales record would 
still be 3% ahead of 1953’s record-set- 
ting pace. The Dec. 31 in-force esti- 
mate would still be up about $27 bil- 
lion, about the same net gain as in 
1953. 


LIA to Name Committee 
to Recommend Position 
on Variable Annuity 


NEW YORK—Life Insurance Assn. 
of America has authorized the appoint- 
ment of a subcommittee of the legis- 
lative committee to study the entire 
matter of variable annuities and re- 
commend what the LIA’s position 
should be when and if legislation au- 
thorizing issuance of variable annuities 
is offered in the legislatures. 

At least one bill will be offered in 
the New York legislature and it is re- 
ported that bills will be introduced in 
other states as well. The companies 
took no position on the bill introduced 
in New York in the 1954 session autho- 
rizing the Variable Annuity Corp. of 
America. It passed both houses but 
the governor vetoed it. 

The basic question appears to be 
whether a life company should offer 
both the conventional guaranteed-dol- 
lar type of annuity and also the unse- 
cured equity annuity also known as 
the variable annuity, based on stock 
ownership. There is also the question 
of whether the equity annuity princi- 
ple should be applied to life insurance 
and if so how should it be employed. 


‘Keep Healthy’ Radio Show 


to Aid Safe-Driving Day 


Mutual of New York and Mutual 
Broadcasting System, which cooperate 
in presenting the weekly Saturday 
radio program, “Keep Healthy.” will 
change the theme of the Dec. 11 broad- 
cast over station WOR, New York at 7 
p.m.. to tie it in with “national safe- 
driving day” Dec. 15. Other stations in 
the Mutual broadcasting chain are ex- 
pected to use transcriptions of the 15- 
minute program up through S-D day, 
which has been proclaimed by Presi- 
dent Eisenhower. 

The special show is entitled “The 
Fifth Horseman—Death at the Wheel.” 
Mutual of New York has printed the 
script for use by community and civic 
groups participating in the safe driving 
campaign. Based on information in the 
company’s A&H department, it tells 
of two drivers whose carelessness and 
lack of common sense typify the basic 
causes of auto accidents. 


To Invest $77,362,000 


in Dixon-Yates Bonds 


Metropolitan Life and New York 
Life plan to put up $77,352,000 needed 
by the Dixon-Yates private power 
group to carry out its much-disputed 
government contract. 

Edgar H. Dixon, president of Middle 
South Utilities, said, testifying before 
the securities and exchange commis- 
sion, that his group had “oral assu- 
rances” and he was confident that the 
sale would be worked out. As he out- 
lined the plans, Metropolitan would 
buy $64,873,000 and New York Life 
$12,489,000 of a 30-year first mortgage 
bond issue at 35%. 








—— 


USES FULL-PAGE ADS 


Mutual Benefit Hits 
Back at Cost Appeal 
as Sales Approach 


In full-page advertisements in Wed. 
nesday’s New York Times, New York 
Herald Tribune, Wall Street Journg 
eastern edition, and Newark Evening 
News, Mutual Benefit Life took a dig 
at cost-appeal advertising of life insur. 
ance that has been on the increase jp 
recent months. It is in line with the 
comments made by President 4 
Bruce Palmer of Mutual Benefit at 
the recent conference on special poli. 
cies held by the New York department, 

Mutual Benefit’s theme in these ads 
is that there is a lot more to buying life 
insurance than getting the “best buy” 
from a cost standpoint, that a policy 
that seems cheap may prove costly be- 
cause ill-adapted to the buyer’s situa- 
tion. “ ‘Cost’ of insurance is not deter. 
mined by the premiums you pay or the 
dividends you receive,” the advertise. 
ment emphasized. 

e e e 

The three main points that require 
the buyer’s best judgment, according 
to Mutual Benefit, are the character of 
the company, “the value to you of the 
provisions of your policy,” and “the 
ability of the person who helps you 
plan.” 

Headed “what every successful man 
should know about the ‘cost’ of life 
insurance,” the advertisement is a]- 
most wholly a series of questions and 
answers for the buyer’s guidance. An 
introductory note mentions that “to 
ignore the quality of your life insur- 
ance company and the quality of your 
policy may well prove to be a very 
serious mistake—far more serious than 
any small difference in cost. This guide 
will tell you what to look for, and how 
to select the company and the policy 
best suited for you.” 


60 Cents Sun Life Extra 


Sun Life of Canada will pay an ex- 
tra dividend of 60 cents Jan. 1 to hol- 
ders of record Dec. 16. 











Apologies to State Farm Life 

THE NATIONAL UNDERWRITER last 
week did violence to State Farm Life 
in reporting that “State Farm Mutual 
Life” was holding its board meeting in 
Lincoln, Neb. The story went on to re- 
port that Morris G. Fuller, president, 
was in charge. 

State Farm Life is not a mutual, its 
board did not meet in Lincoln, and the 
board meeting that did occur, that of 
State Farm Mutual Automobile, was 
not headed by Mr. Fuller. The editors 
apologize to State Farm Life for this 
100% incorrect report. 





THESE POSITIONS 
CURRENTLY OPEN 


Consulting Actuary $20,000. 
Life Actuary Mgr. 20,000. 
Accident & Health Manager 15,000. 
Contract Analyst 10,000. 
Industrial Agency Mgr. 10,000. 
Personnel Manager 10,000. 
Office Manager 9,000. 
A & H Supervisor 8,000. 
Group Sales Mgr. 7,500. 
Life Claim Adj. 6,000. 


SEND YOUR QUALIFICATIONS 
CONFIDENTIALLY TO: 


FERGASON PERSONNEL 
330 S. Wells Street Chicago 6, Illinois 
HArrison 7-9040 
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Faulkner Details the 
Objections to Federal 
Reinsurance Plan 


Addresses American 
Medical Assn. Annual 
Meeting at Miami 


Edwin J. Faulkner, president of 
Woodmen Accident & Life, who oc- 
cupies the widely 
acknowledged but 
unofficial position 
of spokesman for 
the accident and 
health insurance 
business, offered 
his reasons why 
federal health re- 
insurance of eith- 
er the 1954 or 1955 
version will not 
help finance 
health care, in an 
address before the 
convention of American Medical Assn. 
last week at Miami. 

Mr. Faulkner was detailed and spe- 
cific. and his objective was to show 
that the plan not only would be of no 
help, but carries inherent danger to 
the future of the private insurance 
business and state regulation of it. 

“It would seem poor citizenship not 
to speak out against a plan that we 
sincerely believe would be foredoomed 
to disappoint its proponents,” Mr. 
Faulkner said. 

The health reinsurance proposal, 
Mr. Faulkner stated, must be premised 
on a recognition that the problem of 
financing health care costs is divisible 
into the two areas of persons who are 
insurable and those who cannot be 
reached by insurance. The so-called 
uninsurable group is a small minority 
of the population, consisting of those 
in impaired health and the indigent. 

* so J 

As insurers further develop sub- 
standard underwriting, the number of 
impaired risks ineligible for insurance 
will continue to be reduced, Mr. 
Faulkner observed, while those with- 
out the funds to purchase coverage 
he suggested should have their needs 
met in the future, as they have been in 
the past, by voluntary assistance and 
from public funds, “openly applied and 
properly controlled, but with no use of 
compulsion or of insurance methods 
as a disguise.” Direct assistance is the 
most economic and efficient way to 
meet the needs of the indigent, he 
averred, and agencies exist for this 
purpose at every level of government. 
“To attempt to insure the indigent 
would place a heavier burden on the 
public, and would impair, if not even- 
tually destroy, voluntary insurance.” 

A federal reinsurance plan would 
contribute nothing to the financing of 
health care costs of those not presently 
eligible unless it included a govern- 
ment subsidy to make insurance avail- 
able at lower premiums, Mr. Faulkner 
said, and that is a departure not now 
contemplated by the plan. 

The heart of the reinsurance propos- 
al is a fund, capitalized with federal 
money and initially operated at public 
expense, designed to encourage in- 
Surers to broaden benefits in areas of 
service by providing reinsurance of 
three-fourths of “abnormal losses” 
Sustained by approved plans reinsured 
in the fund. The thought is that in- 





E. J. Faulkner 


surers could be protected against a 
major part of abnormal losses accruing 
on new and experimental types of 
coverage, and be induced to liberalize 
and experiment more rapidly. Advo- 
cates of the plan have taken note of 
the contribution made to the develop- 
ment of life, fire and other types of 
insurance by means of adequate rein- 
surance facilities. They have pointed 
to the relatively small volume of 
health reinsurance, arguing that ex- 
panded reinsurance facilities in this 
field would have a stimulating effect. 
However, Mr. Faulkner said, in the 
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MUTUAL BENEFIT LIFE 
TODAY oftrs many “pluses” 


in the field of “living insurance.” 
Settlement provisions, for exam- 
ple, are extremely flexible. Six 
different options enable you to 
receive the proceeds in the way === 
most advantageous to you— or to B 
you and your wife. Furthermore, 
the guaranteed monthly payments — 
available to you in place of cash 
are higher than average. Mutual 








Benefit Life, you see, offers insur- a 
ance that is truly = 
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POLK LAFFOON I11, Cincinnati, got 
the habit of studying at Yale—has 
continued ever since, with Home 
Office courses qualifying him as 
a specialist in Security planning 
and Analagraphing. His hours of 
study are paying off too—in more 
and more pleased clients. 
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health field there is almost never a 
concentration of risk large enough to 
require spreading a_ potential loss. 
Even catastrophic or major medical 
expense coverage seldom carries a 
loss potential of as much as $10,000, 
an amount all but the smallest com- 
panies can handle alone. 


“The trifling volume of health re- 
insurance business now being done re- 
flects not inadequate reinsurance facil- 
ities in the private market, but an ab- 
sence of need for reinsurance,” Mr. 
Faulkner declared. The federal health 


reinsurance fund would bring govern- 
ment into direct competition with 
the private reinsurance companies 
that are serving the market adequate- 
ly, he added, and there is not much to 
the statement that the federal plan 
would not be offered when private re- 
insurance is available with comparable 
terms and rates when it is remember- 
ed that the plan would be capitalized 
with public money, initially subsidized 
for operating expenses and would pay 
no taxes, 

The Department of Health, Educa- 

(CONTINUED ON PAGE 18) 


Before Abe Lincoln was elected president 
Mutual Benefit Life was offering 


LIVING INSURANCE 


Life insurance was originated, of course, to help men provide for 
their families in event of death. Yet, less than 15 years after its 
founding, Mutual Benefit Life had made life insurance a sound 
living investment, paying the policyholder on his own. life. 


Following the first such endowment policy Mutual Benefit 

Life added many additional “living benefits” — 

enabling policyholders to borrow on policies, and take 
dividends for emergencies and opportunities. Liberal settlement 
options were designed, allowing policyholders to take cash 
values on other types of policies as income 


for their retirement years. 


Over the years “‘living insurance’ 


has become so popular that 


5 THE 


MUTUAL 


Mutual Benefit Life now pays out 


$2 to policyholders, for every $1 BE WV. KE F TT T 


paid out in death claims! 


LIFE 


INSURANCE COMPANY 
Organized in 1845 
300 Broadway, Newark, N. J. 
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The Story Behind the Record 


As the year draws to a close, we're 
proud of our record of performance as in- 
dicated by expansion in all phases of Com- 
pany activity. 


However, we'd rather take you beyond 
the statistical history and cite the inspiring 
factors that tell in human terms, the story of 
The Union Labor Life's dedication and pur- 
pose. 


Picture, if you will, the widow and chil- 
dren provided for . . . an aged couple en- 
joying the contentment of their retirement 
free from financial burdens . . . a young 
student enjoying the benefits of a fine edu- 
cation . . . just a few case histories but how 
well they depict the effectiveness of ULLICO 
insurance. 


We invite your inquiry. 


THE UNION LABOR 




















LIFE INSURANCE COMPANY 
200 East 70th Street 
New York 21, N. Y. 





MATTHEW WOLL, President 


SHEPHERD AT LIA MEET 


State Anti-Federal 
Zeal Poses Problems 
for Life Companies 


NEW YORK—The dual problem of 
helping the states strengthen their su- 
pervision so as to ward off the threat 
of federal regulation while at the same 
time not letting them go too far into 
the field of supervision was brought 
out by Bruce E. Shepherd, manager 
of Life Insurance Assn. of America, at 
the LIA annual meeting here. 

The threat of federal regulation, said 
Mr. Shepherd, has been brought closer 
by these events: 

1. The federal trade commission 
complaints in the A&H cases. If FTC 
jurisdiction is questioned, FTC control 
over insurance advertising will doubt- 
less be settled and “since this will in- 
volve an interpretation of the ‘not 
regulated by state law’ provision of 
the McCarran act, more will also be 
learned of the possibility of further en- 
croachment of the federal government 
into insurance regulation.” 

2. The unsupervised status of union 
welfare funds. “Federal regulatory leg- 
islation seems likely. Can the states do 
the job—perhaps with the help of bet- 
ter self-policing by the unions? If not, 
will some federal agency step in? If 
it does, will that open life insurance to 
some degree of federal supervision?” 

3. If the administration’s health re- 
insurance bill passes, and to the extent 
it is utilized by private insurers, the 
reinsured contracts would have to meet 
certain standards. “Would this be a 
crack in the door through which fed- 
eral supervision of insurance might 
come?” 

Aware of these threats, state com- 
missioners are trying to do their jobs 
more effectively, said Mr. Shepherd, 
though occasionally they may become 
overzealous. 

“In one state, in particular,” he said, 
“administrative rulings on the content 
of policy forms and a legislative pro- 
gram to correspond have failed to dis- 
cern the distinction between adequate 
supervision and reasonable manage- 
ment. 











“The case of Bohlinger vs. Guardian 








No. 6 in a series of 
father-son combinations 
in the 
Modern Woodmen 


Agency Force 


CHARLES |. RICHARDS 











CHARLES R. RICHARDS 


"Chuck" Richards, Charlie's son, also of Thief 
River Falls, decided in 1948 that the business that 
had done so well by his father would make the 
ideal career for him. Starting as a District Agent, 
his record and the results obtained under the 
teaching of his father gained him a District Mana- 
ger's status in March of 1954. Although com- 
paratively new in the latter position, Chuck is now 
earning a substantial income, while building 
soundly toward being the second top-notch life 
underwriter in the Richards family. 











"Charlie" Richards, Thief River Falls, Minn., one 

of Modern Woodmen's successful life underwriters, 
began his sales career with this Society in 1932. 
Immediately proving himself a producer of good 
quality business, he was promoted to District 
Manager the following year and soon established 
himself among the leaders. For the past eight 
years, Charlie has finished among the first 20 
producers, his volume and persistency record making 
him another of Modern Woodmen's top-bracket 
income men. 


Increased earnings and the opportunity to "get 
ahead" are built into the future of the Modern 
Woodmen agent. If you want a career with a 
future—one that will give you opportunity to use 
your talents to the fullest—there's a place for 
you at Modern Woodmen. 


cev. 060) 7" Phygl_ «MODERN 

, PROTEcTin) © WOODMEN 

rs {Cul OF AMERICA 
SU ROCK ISLAND, ILLINOIS 


Assets exceed $183,000,000 


Life Insurance Co., recently argue 
before New York’s highest court, also 
points up a fine distinction between 
supervisory and management respon. 
sibilities. Other such instances are to 
be expected. It falls to us, however, 
while assisting the states to strength. 
en their supervision not to let them go 
too far into the field of management” 

Mr. Shepherd said one thing that 
could be done is the passage of the 
state fair trade practices act in those 
states that lack it and “that will be 
part of our legislative program for the 
coming year.” 

Discussing the problem of how life 
companies should be income-taxed, 
Mr. Shepherd said it would be well to 
remember certain considerations “as 
we approach this crisis”: 

1. Life insurance as a whole is taxed 
more heavily than in Great Britain or 
Canada. Premium taxes and the fed- 
eral income tax together amount to 
more than 34% of premiums. 

2. Excess interest is an arbitrary and 
inequitable measure of company in- 
come. For mutual companies, it is an 
inaccurate measure of either the in- 
come to the policyholders as a group 
or of the retained corporate income. 
For stock companies, it is equally in- 
accurate and, moreover, it is not the 
only source of corporate income. 

3. There is no desire in the business 
to impose a discriminatory tax on stock 
companies as compared to mutual, 
Stock companies should be fostered 
for the good of the business as a whole. 

4. Dividends paid to stockholders of 
a few stock companies distort the 
over-all federal income tax picture. 

5. Realistic consideration of the fun- 
damental differences between stock 
and mutual companies along with their 
marked similarities need not lead to 
discriminatory taxes as between the 
two. In fact, it may prevent the im- 
position of excess taxes on all com- 
panies to the consequent detriment of 
all policyholders. 


Manufacturers Life 
Has Family Nights 


Nearly 600 persons toured the office 
of Manufacturers Life in Toronto when 
family nights were held for the parents 
of its newer employes. The program 
was designed to give parents of em- 
ployes an idea of the surroundings and 
general working conditions in the de- 
partments of the office. 

During the tours a brief description 
was given of the work of each section 
visited. 





Nadler Addresses Pension Group 


Dr. Marcus Nadler discussed the 
economic impact of retirement plans at 
the Dec. 8 meeting of American Pen- 
sion Conference in New York City. He 
is professor of banking and finance 
and research director of Institute of 
International Finance at New York 
University and consulting economist of 
Hanover bank. 


N. E. Mutual Shifts W. Va. Office 

New England Mutual has shifted its 
West Virginia agency headquarters 
from Parkersburg to the Terminal 
building, Capital street at Kanawha 
boulevard, Charleston. 








e Started only five years ago, the Con- 
federation Life branch at Cleveland, 
headed by G. E. Ensign, now ranks 
fourth among all company offices in 
Canada in the U. S. Mr. Ensign estab- 
lished two district offices, and the Ely- 
ria unit managed by Ray Kay is lead- 
ing all U. S. and Canada district of- 
fices, though started from scratch only 
a year ago. 





e Guarantee Reserve Life of Ham- 
mond, Ind., has been licensed in 
Nebraska. 
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Lauds Institute for 
Bringing Public into 
Councils of Business 


NEW YORK—The most important 
contribution of the Institute of Life 
Insurance in the 
translation of pub- 
lic attitudes to the 
companies and to 
the business is that 
it has brought the 
public viewpoint 
actively into the 
councils of the 
business, said 
President Paul F. 
Clark of John 
Hancock in his ad- 
dress as chairman 
of the institute, at 
the luncheon session during its an- 
nual meeting here this week. 

“Today,” he said, “whether we are 
talking about taxes, or social security, 
or accident and sickness insurance, at 
the forefront of every discussion are 
these questions: What is sound policy 


World of Omaha Names 
Blank Assistant V-P 


Maurice A. Blank has been named 
assistant vice-president in charge of 
agency promotion for World of Omaha. 

Mr. Blank served as an agent and in 
managerial positions for Metropolitan 
before being transferred to the home 
office educational department where 
he became field training supervisor. 


Hails Major Medical 


Group medical catastrophe insur- 
ance is the outstanding improvement 
of the decade in the group A&H field, 
Paul E. Britt, 2nd vice-president of 
Connecticut General, told a luncheon 
meeting of Pittsburgh insurance buy- 
ers. Connecticut General still contin- 
ues to classify the line as experiment- 
al, but predicts rapid growth because 
of the high level of buyer interest. 


Life Policy Voids Mo. Pension 

JEFFERSON CITY, MO.—Owner- 
ship of life policies which have an 
aggregate cash value of more than 
$500 make an applicant for old age 
assistance in Missouri ineligible for 
pensions, Attorney-General Dalton 
has advised State Representative Kel- 
ler of Kansas City. 

The representative sought the opin- 
ion after a resident in his district had 
been refused old age assistance be- 
cause she had an insurance policy 
with a cash surrender value of $600. 
If the refusal was legally correct, Mr. 
Keller said he wanted to be prepared 
to “remedy the situation in the next 
session” of the legislature, which con- 
venes in January. 


National, Vt., Keeps ‘54 Scale 


National Life of Vermont will con- 
tinue its current dividend scale for 
1955. The directors anticipate that divi- 
dends payable in 1955 will aggregate 
$11.8 million, an increase of 12%. 


Ervin Leaves Okla. Department 
John W. Ervin, an assistant Oklaho- 
ma commissioner since 1948, has joined 
the Great Southern Life Oklahoma 
City agency. Mr. Ervin was in the com 
pany licensing division. 





Paul F. Clark 























e The Los Angeles agency of National 
Life of Vermont, headed by Walter J. 
Stoessel, has opened a new branch at 
6030 Wilshire boulevard, with James 
F. Hinds as associate general agent. 
The agency now has five branch agen- 
cles and under its decentralization pro- 
gram it contemplates forming five 
more. 


from the public standpoint? What will 
the public reaction be? And, if our de- 
cision fails to jibe with the public mood 
of the moment, if we feel that our 
position or the action we propose will 
prove unpopular, how can we best 
present our reasons so that the public 
will understand, perhaps even be per- 
suaded to agree with us? 
“Naturally, we cannot run our busi- 
ness successfully or protect the inter- 
est of our policyholders by blindly fol- 
lowing the findings of public opinion 
polls. But, in today’s social and eco- 
nomic environment, it would be haz- 


ardous, indeed, were we to fail to give 
due consideration, in our effort to 
fulfill these responsibilities, to what 
the public thinks. 

“The opportunity is open to us to 
help guide public opinion into con- 
structive channels, but we foreclose 
that opportunity when we run directly 
counter to it. We cannot always give 
our approval to proposals put forward 
purportedly in the public interest. But 
there is a vast difference between 
taking a position in opposition, with 
a considered statement of the reasons, 
and simply saying ‘No.’ It is not alone 


our actions that are important, but the 
way we present them to the interested 
groups. 

“These are some of the things we 
have all learned working together, 
with and through the institute. And 
they represent an approach, a philoso- 
phy, that is yielding increasing returns 
in the public relationships of our busi- 
ness.” 





e Los Angeies A&H Underwriters 
Assn. at its November meeting heard 
a talk by Lester Roscoe, director of 
field training for Occidental Life. 





WHO WRITES WHAT? 


WE DO! 


How often do you run into a problem with prospects who “just don’t know” when 


they will want to retire? 


A survey of some 3,000 business and professional men by Northwestern National 
Life reveals that three out of four have no fixed ideas about retirement, but want 
to remain useful as long as possible. 


NWNL’s Elective Income Endowment is tailor-made for these “undecideds” because 





it does not freeze the retirement date. The Elective Income Endowment provides 
$1,000 of life insurance for each $10 of monthly income at the normal maturity 
dates of 60 or 65. But, it also enables the insured to take an earlier maturity or to 
continue the contract as much as 10 years after normal maturity—in which case 
substantially greater benefits accrue. For example: 


EIE @ Age 60—Non-Par 


EIE @ Age 65—Non-Par 


Mo. Life Income 








Retire’t Mo. Life Income Retire’t 
Age (120 Mos. Cert.) Age 
60 $100 65 
63 126.20 68 
67 169.00 72 
70 207.70 75 


(Above results are guaranteed) 


(120 Mes. Cert.) 
$100 
124.30 
163.00 
197.30 


Issued ages 0 to 55, Par or Non-Par. Premiums may be discounted at 212%, and 
family income and other riders may be added. But most important of all to most 
clients, the buyer — personally and tax-wise — does not have to decide now at what 


age he will retire. 


For full details contact the nearest agency of 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


40 years’ experience in brokerage seuice 


Fifth in a Series 
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Billion-Dollar Life 
Cover in N.J. State 
Employes’ New Setup 


Free life insurance amounting to 
about a billion dollars, plus the chance 
to buy additional’ coverage in like 
amount—all without the service of an 
agent—is a part of the New Jersey 
state employes’ new retirement plan 
that goes into effect Jan. 1. 

The basic life insurance benefit is 
1% times salary. There are some 127,- 
000 state employes. If their salaries 
average $100 a week it will mean auto- 
matic coverage of billion-dollar ag- 
gregate proportions, plus whatever is 
bought on a contributory basis, plus 
extra free insurance for accidental 
deaths in line of duty. 

The free life insurance is actually a 
sop tossed in to lessen employes’ dis- 
satisfaction at having retirement bene- 
fits curtailed. This curtailment result- 
ed from a survey that showed some 
53,000 employes to be covered by un- 
sound retirement plans. These had an 
aggregate deficiency of about half a 
billion dollars. 

If an employe dies before retirement, 


his beneficiary will receive 1% times 
the salary received in the last year, 
and the employe’s contributions to the 
retirement system will be returned 
with interest. Upon retirement for age 
or disability, the death benefit becomes 
a paid-up life policy equal to 3/16 the 
salary of the last year of service. Op- 
tional additional insurance, for which 
the employe pays, will double the pre- 
retirement and post-retirement cover- 
age. 

If death is due to an accident in the 
cause of employment, the widow will 
receive annual payment of half the 
final salary so long as she remains a 
widow, plus refund of the employe’s 
contributions, as do children under 18, 
if there is no widow. If there is no 
widow or child under 18, 1% times 
the average salary will be paid to a 
designated person or the employe’s es- 
tate. 

Members of the new system will 
have the right to retire at 60, with an 
allowance of 1/60 the average salary 
received in the last five years of em- 
ployment times the number of years 
employed. Thus an employe who work- 
ed for 35 years and had a final aver- 
age salary of $4,800, would have annual 
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retirement allowance of 35/60 of final 
average salary. 

Social security payments beginning 
at 65 will not increase pensions, as 
state payments will be decreased by 
a corresponding amount. Social secu- 
rity payments for a dependent wife 
or husband, however, will be addition- 
al. 

A member of the new system may 
leave state employment after 20 years 
and retain retirement benefits pay- 
able when he is 60. These are com- 
puted as for continuing employes. 

Retirement for disability connected 
with employment is on the basis of 
2/3 annual salary at time of accident, 
plus payments based on the employe’s 
contributions to retirement system. 

Retirement for non-service-connect- 
ed disability is possible after 10 years 
of service, with an allowance of 14% 
of final average salary for each year 
of service, with a minimum in most 
cases of about 26% of such salary. 

Veterans receive special retirement 
and disability benefits. A veteran, 60, 
in the system Jan. 1, 1955, with 20 
years of service may retire with an 
allowance equal to half his last year’s 
salary. If he joins after Jan. 1, he may 
retire at age 62 under similar condi- 
tions, or at 60 on the same basis as 
non-veterans. 





Decorates for Christmas 


The John Hancock building in Bos- 
ton has been decorated with nearly 
500 red, yellow and green lights around 
the 25th floor parapet for the Christ- 
mas season. On one side of the build- 
ing is a white cross, 225 feet high. 





e Prudential’s Hilltop district in Mil- 
waukee is moving to new quarters at 
3831 West Fond du Lac. O. F. Affeldt 
is manager. 


PAN-AMERICAN’S 
CAREER CONTRACT, 


which stresses the com- 
pany’s philosophy of help- 
ing the best men make 
more money. To do this 
job, we furnish ample 
training, top-notch sales 
aids and individualized 
policies to meet individual 
needs, 
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Hancock Installs IBM 


Electronic Processor 


John Hancock has installed an IBM 
electronic data processing machine jn 
its home office and has already ear. 
marked it as a factor in a study now 
under way of plans for making com- 
plete information on ordinary policies 
available to branch offices. The mga- 
chine, technically known as type 650, 
is the first of 400 scheduled for deliy- 
ery by IBM to businesses in the next 
two years. 

The machine will combine regular 
duties with service as an “electronic 
proving ground” for a number of de- 
partments in the company. As experi- 
ence is gained, more units will be 
added. 

Soon after delivery the machine was 
put to work testing a new system for 
the calculation of commissions involy- 
ing more than 7,000 agents. It is ex- 
pected to accumulate accounting iotals 
for each of the 48 states, subdivided 
by type of policy involved. It is also 
able to determine, by analyzing a pol- 
icy, whether or not a commission is 
payable. 

Other tasks prepared for electronic 
processing include policy valuation 
distributions, preparation of mortgage 
tables three years in advance, and 
computation of cash values and divi- 
dends for more than 300,000 policies 
every month. 





e John H. Sprecher, Milwaukee, a 
veteran agent for the Aetna Life who 
died last July, left an estate of $123,- 
564, according to an inventory filed in 
county probate court. His widow is to 
have a life income from a trust set up 
from the estate, and after her death 
the residue is to go to Christian Science 
institutions. 
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NAIC A&H Committee Puts Escape Hatch 
in Chairman's Tighter-Law Proposals 


NEW YORK—The results of the 
survey on A&H complaints conducted 
by the A&H committee of National 
Assn. of Insurance Commissioners 
“fully justify” the stiffer program of 
legislation recommended by the com- 
mittee at the NAIC meeting last June, 
the committee decided at its meeting 
here last week during the NAIC con- 
vention. 

Commissioner Martin of Louisiana, 
the chairman, asked that the commit- 
tee renew these recommendations, to 
be implemented by legislation. How- 
ever, the version adopted by the com- 
mittee last week urged that “appro- 
priate action be taken either by legis- 
lation or administrative action.” 

This modification was in line with 
the objection of B. M. Anderson, vice- 
president and counsel of Connecticut 
General Life and chairman of the A&H 
industry subcommittee on regulation 
and self-regulation, and John P. Han- 
na, managing director of Health & Ac- 
cident Underwriters Conference, who 
contended the commissioners have the 
power to carry out Mr. Martin’s rec- 
ommendations without additional leg- 
islation. 


The recommendations are (1) a re- 
quirement that advertisements of 
individual policies shall prominently 
state that the policy is cancellable or 
renewable at the insurer’s option, if 
such is the case, and where details of 
benefits are set forth in any adver- 
tisement it shall also disclose the ma- 
jor limitations of such policies; (2) a 
requirement that an individual cancel- 
lable policy or one renewable at the 
insurer’s option shall so state promin- 
ently on the policy’s first page; (3) a 
requirement that an individual policy 
contain a provision fixing a period 
during which the policyholder shal] 
read his policy and have the right to 
surrender; (4) adequate unfair trade 
practice acts, complying substantially 
with the one previously recommended 
by NAIC; and (5) reciprocal unau- 
thorized insurers acts, complying sub- 
stantially with that previously rec- 
ommended by NAIC. 

The committee voted unanimously 








Trust Company Advertises 


Value of Life Insurance 


ST. PAUL—First Trust Co. here is 
using large advertising space in local 
newspapers to stress the importance 
of carrying life insurance. Under the 
heading, “We Believe In Life Insur- 
ance,” the trust company says that in 
many of the estates it has administer- 
ed, “the existence of an adequate life 
insurance program has meant comfort 
and security. However, the failure to 
provide life insurance coverage has in 
some cases resulted in the sacrifice 
Sale of estate assets.” 

The company adds that while it is 
not in the business of selling life in- 
surance its experience has demon- 
strated its value and the company rec- 
ommends its careful consideration in 
every financial program for the fol- 
lowing reasons: 

_ Life insurance can replace the earn- 
ing power terminated by the early 
death of a husband or father. 

Life insurance can provide cash for 
taxes and expenses payable at death. 

Life insurance can provide cash to 
buy out the interest in a business of 
a deceased business associate. 

Life insurance can provide cash for 
retirement continuing as a regular in- 
come for life. 


for the report except that New York 
voted no on recommendation (5) 
above. The committee also added a 
recommendation for the adoption by 
all states of the model A&H bill pre- 
viously recommended by NAIC. 
Reporting on his committee’s survey, 
covering last January and February, 
of complaints on A&H, Mr. Martin 
said “perhaps the most significant 
revelation contained in the survey” is 
that of the 2,240 complaints consi- 
dered, 58% alleged one or more of the 
three specific causes listed on the 
complaint form. These headings were 
“Renewability or Cancellation Clause,” 
“Delay,” and “Pre-Existing Condi- 
tions.” Only 941 complaints were en- 
tered in the “other” causes category. 
Other headings on the form pro- 
vided columns for indicating whether 
the complaint involved the agent or 
adjuster and whether the loss com- 
plained of occurred in connection with 


What is the most valuable clause 
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A 
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PROVIDENT Z 
LIFE AND ACCIDENT 7 
INSURANCE: SY 


CUATTANC 


in the policy? Z 


Santa Claus— 


accident, sickness or hospitalization 
claims. Columns were also provided 
to distinguish between complaints in- 
volving group coverage from those in- 
volving individual coverage. No state 
reported a substantial number of 
group complaints. 

In 29% of complaints, the pre-exist- 
ing condition clause was a source of 
the controversy; 32%. attributed the 
difficulty to the agent or the adjuster; 
21% complained of delay in reply to 
letters and in processing complaints, 
while 8% involved a direct complaint 
with regard to renewability or cancel- 
lation. The survey didn’t indicate 
whether complaints involved more 
than one cause, hence percentages 
would not add up to 100. Only 7% of 
complaints involved accidents,’ while 
25% involved sickness and 47% in- 
volved hospitalization. 

The bulk of the answers came from 
34 insurance departments. Fourteen 
states had not kept their records in 
such a way as to supply the informa- 
tion. Only a few came from FTC and 
congressional committees. 

Mr. Anderson said his committee, 
on the basis of its studies to date, 


including visits to 10 insurance de- 
partments, had reached these conclu- 
sions: 

i. The number of A&H complaints is 
not nearly so large as had been 
thought by many, though it may be 
expected to grow, because of the hugé 
increase in A&H coverage. 

2. “In view of recent publicity, we 
expected to find many complaints 
about false and misleading advertis- 
ing, but we did not. It is possible that 
such advertising may have contributed 
to complaints on other grounds but 
our studies could establish no direct 
correlation.” 

3. Individual health policies, includ- 
ing hospitalization, caused nearly all 
the complaints. 

4. In all states, the bulk of the A&H 
complaints related to a limited num- 
ber of companies. On the average, 10 
or fewer companies in a given state 
accounted for perhaps three-quarters 
of the A&H complaints. “While there 
has been the general impression that 
a limited number of A&H companies 
are responsible for the bulk of com- 
plaints, heretofore factual data in 

(CONTINUED ON PAGE 20) 
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‘SMOKEY’ KILLEN’S STORY 





Plain Talk, Walking Out on Reluctant 
Prospects, Helped Texan Lead N. Y. Life 


Cc. H. “Smokey” Killen’s Million 
Dollar Round Table Hour talk was 
one of the biggest hits of the recent 
National Assn. of Life Underwriters 
Convention in Boston. The second Con- 
vention Daily published by The Na- 
tional Underwriter carried an abbrevi- 
ated version of Mr. Killen’s talk but 
there was so much interest in the com- 
plete talk that it is published here in 
alt its friendly informality. 

By C. H. KILLEN 


They tell me if you’re going to talk 
about something and you don’t know 
much about it, you’d better use an 
experience—something that happened 
to you. So, I’d worked about a couple 
of months in the business and had the 
same miserable start that all of us 
usually have and I was about to starve 
to death and I heard about a school at 
SMU so I decided to go up there. Some 
of the people taught me you should 
learn a sales talk and know what to 
say and have some idea where you're 
going and what you’re going to say 
when you get there. 


So, to make a long story short, I did 
that and went back and had the good 
fortune to qualify for our first Top 
Club Council meeting, which was at 
the Greenbrier. Now, I’d never made 
much money before and I haven’t got 
any to show for it now but anyway I 
thought this would be a good time to 
buy a big automobile and drive up to 
the Greenbrier and just impress the 
hell out of those people. And, golly, it 
took us about four days to get there, 
I’ve never driven so much through 
those mountains and stuff and it rained 
on us all the way. I stopped and had 
this car cleaned up and I said, “Boy, 
this will get ’em,” and I pulled up in 
front of the Greenbrier and I’ve never 
seen so many Cadillacs and chauffeurs; 
and my wife opened the door and a 
bunch of apples and a pair of boots 
fell out and the guy says, “Hurry up, 
get out of that thing. Let’s get it out of 
here” and it kind of hurt my feelings 
to start with, getting a rough start like 
that. 

Anyway, we parked that car out on 
the side and I didn’t see it any more. 
It got so I was kind of ashamed of 
the damn thing. Well, I got up there 
and changed clothes and got all slicked 
up and went downstairs and, boy, I’m 
telling you, I saw all of these white 
coats and Harry Peril and a bunch of 
them smoking these big black cigars 
that about knocked you down every 
time you went by one of them, and 
they were talking in hundreds or two 
hundreds or three hundreds, and, oh 
hell, I never heard such a mess, and I 
really got confused. But the more I 
Stayed around there I got to listen to 
every guy up here—hell, you’d think 
he built the company himself. 


And I got to thinking what a little 
part I’ve been with this company and 
I got off with an old boy over there 
and he said, “Hell, don’t pay any at- 
tention. In a couple of days, you get a 
lot of Scotch in you and you’ll be talk- 
ing like that yourself.” Sure enough, 
it happened. 

I had that dime a day thing and I 
threw that out the window. I said, 
“Here, I’m a big man, now.” I started 
talking about saving a buck a day, 
Stuff like that, see, and the thing that 
Teally impressed me, they had an old 


country boy who got up there and his 
name was Ed Mintz and they handed 
him the gavel and, boy, they told me 
what he’d done. He just knew a man 
in California and came out and got 
ahold of all those lettuce-pickers and 
sold about 50 cases for $3 million, and 
a guy punched me and said, “See, 
now if an old country boy like that 
can do that, hell, you ought to be able 
to do that too, shouldn’t you?” And I 
got to thinking, golly, if a man would 
get out and sell about three or four 
hundred cases, do some work instead 
of selling 50 people that you might be 
able to do something like that. 

There was one fellow that dropped 
dead while we were there—that’s the 
truth, he did—and I got to thinking, 
well, maybe you’d better do this thing 
early. So I went straight upstairs and 
I walked in to my wife and I said, 
“Listen, Silver, we’re getting short of 
time. I’ve got to get along with this 


thing. I’m going to lead the New York 
Life Insurance Co. this next year.” 
And with that she damn near faint- 
ed. But she said, “Now, listen, I’ve been 
listening to some of that stuff. You’ve 
got to sit down and just be quiet and 
not make a fool out of yourself. This 
is pretty good eats up here and it’s a 
nice place to sleep, and at least let’s 
see the rest of the meeting first.” 


That set me back a little bit, but 
you know you can’t keep a good life 
insurance man down long. So I went 
back down there and I talked to Mr. 
Carter and I told him, I said, “Mr. 
Carter, I’d like to lead the New York 
Life Insurance Co.” and he shoved me 
aside and just kept right on talking to 
this other guy there, and I said, “Hell, 
that won’t work. I’ll just wait until I 
get home.” 

Anyway, I really got impressed. The 
fuzz on the back of my neck got up 
high when I’d see Ed Dolan and a 
lot of the boys who I know have really 
made it easier for a lot of us to sell 
life insurance. I met some real gentle- 
men, some high class people; people 
who knew where they were going, they 


had some goals and they were positive 
in their thinking. 

They acted and looked like life in- 
surance people, some that Id never 
seen before. It gave me a lot of re- 
spect for the business. It made me 
proud that I had a small part in it 
and ever since that day I have really 
been proud to say I am in the life in- 
surance business. Brother, I don’t 
back up when I go to call on somebody 
either. I make them think that I’m in 
a pretty good position, that I’m selling 
some pretty good merchandise and I 
know they need it worse than I need 
their money. 

It was a great thing for me. I went 
home and walked into the manager’s 
office and he said, “Well, Smokey, did 
you learn anything up there?” And I 
said, “Yeah, I believe I did.” He said, 
‘Pid you learn anything about selling 
life insurance?” I said, “I don’t know 
whether I did or not. They had a lot 
of high-powered stuff up there and I 
doubt if I can grasp that. But I do want 
to do one thing. I want to lead this 
company, the New York Life Insurance 
Co. this coming year.” 


As I understand it, most people 
(CONTINUED ON NEXT PAGE) 
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The 5-Star Prescription 


For the doctor, lawyer, or any prospect who must provide his own old-age in- 
come, the LNL man likes to prescribe our 5-Star Annuity. 


Optional maturity dates enable the policyholder to begin his income early 
or late—any time between age 50 and 
70. This flexibility brings definite tax 
advantages. And life insurance protec- 
tion is provided by this low net-cost 
participating policy, in addition to the 
annuity benefits. 


THE 


Lincoln National’s 5 Star Annuity 
is another reason for our proud claim 
that LNL is geared to help its field men. 


LINCOLN NATIONAL 
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CONTINUED FROM PRECEDING PAGE) 
courage you, especially if they are 
managers and they get an override on 
you. They tell you, “Well, that’s all 
right, boy, you get in there and see if 
you can’t’, and I thought he was real- 
ly with me but I understand they tell 
everybody that. 

He said, “Smokey, now, you might 
have a chance to do that because you 
are a hardworking boy and you’ve 
been hungry a long time and if you 
could write $3 or $4 million worth of 
insurance you could be the top man 
next year. Could you do that?” I said, 
“T don’t know.” 

So he saw that wasn’t getting over 
to me and he figured, now, that boy’s 
simple and if we break this thing 
down to where he can understand it he 
might do it. So he said, “Could you sell 
$10,000 a day?” And I said, “Yeah, I 
believe I could do that” and, hell, 
when I got to adding it up it’s more 
than $3 million, but it didn’t dawn on 
me at that time. 

So he said, “Well, I tell you what 
let’s do. Let’s get organized here.” 
And I said, “Now, I’m not going to be 
able to stay in the office and take 
care of settlement options and pro- 


gram this stuff out if I’m going to sell 
10 a day.” He said, “That’s right. You 
don’t have much to worry about be- 
cause we don’t have many agents 
here and we'll do everything we can 
for you. We’ll take care of the settle- 
ment options, we’ll do the spelling for 
you, you just bring it in with the 
money and we'll handle the details.” 

He’s a pretty smart man, Mr. Lind- 
bergh, and he said, “You’ve got to go 
home and have a little chat with your 
wife and tell her, have an understand- 
ing that you’re going to be busy.” So, 
I went in and had a chat with Silver 
and I told her, “Now, look here, I 
want to quit washing these diapers and 
bringing in the damn paper and run- 
ning errands for you, and I’m going to 
come home about one or two o’clock 
at night and I don’t want you to ask 
me where I’ve been, because I’m tem- 
peramental as hell and if you get me 
off the track, I’m liable not to go to 
work in the morning. And besides that, 
we need the money.” And she agreed 
with every bit of it, about needing the 
money but I kept on bringing in the 
paper, and I kept on rocking the kid, 
and I kept on bringing the groceries 
home and doing little errands for her 
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Sickness and Accident Policies 
Designed for Integration With 


Life Insurance 


It is the responsibility of the Life Insurance under- 
writer to expose the financial hazards caused by disability 


You don’t have to change your selling philosophy to 
include our non-cancellable disability income contracts 
with your present life insurance portfolio. 


Like life insurance, State Mutual’s sickness and acci- 
dent policies are non-cancellable and guaranteed con- 
tinuable at a guaranteed level premium and they are 


Ask your nearest State Mutual general agent (or write 
our Home Office) how you can strengthen your own 
economic future by integrating disability income in- 


E-MUWAL LIFE 


OF WORCESTER. MASSACHUSETTS 





er 





but I had to work in selling on the 
side after that. 

We worked this thing down and old 
Art said, “Now, look, Smokey, I don’t 
want you to break down on me in the 
middle of this thing. Let’s start out 
right. You just go out there the first 
week and bring in 10 a day and then 
we'll hit it for the month. Now if you 
don’t crack up before the month’s over, 
we'll try it next month.” 

And he said, “Now, I’m not going to 
fall out with you or anything, but 
let’s work this thing a month at a 
time and you get a running start. It’s 
easier to kind of coast in than try to 
catch up, see.” So we went out and 
hit about three or four hundred thou- 
sand, simple selling, nothing except 
going out seeing the people with a pos- 
itive attitude and having something 
that you know that they need and 
can’t hurt them much if they buy. 

I went out and I got my 10 a day by 
working hard, long, hours. I put every- 
thing else aside. I didn’t join any 
clubs. I didn’t go visit with people. I 
told them “I’m here for one purpose, to 
sell you life insurance, and I’m not 
bashful about it. I’m in a position to do 
you some good if you need life insur- 
ance. If you don’t I’ll get the hell out 
of your way, but I'd like to talk to you 
a few minutes,” 

I put a lot of stuff out in front of 
them. I’ve sent out a lot of material 
and made a lot of calls. I’ve worked 
hard and earnestly. I’ve given up a lot 
of things and I’ve got in a damn rut 
and it’s hard to get out of it now. I’d 
like to go play golf and I’d like to do 
a lot of other things but so far it kind 
of embarrasses me if I don’t make a 
few sales. I don’t like to see my name 
on the bottom of the list. I want to see 
it close to the top. 


48% Bigger Benefits 
if Retirement Is at 
70 Instead of Age 65 


Reporting on present doubts about 
compulsory retirement at age 65, a 
study by the family economics bureay 
of Northwestern National shows that 
an industrial pension plan which pro- 
vides a life income of $100 a month 
with retirement at 65 would provide 
$148 a month with retirement at 70, 
Retirement at 60 would net only $70 a 
month. 

Present trends are against compul- 
sory retirement at 65, as a recent De. 
partment of Labor analysis shows that 
of nearly 6 million workers covered, 
42% are under plans which have no 
compulsory retirement age, and the 
46% who do come under fixed age 
provisions can keep working under 
certain conditions. Of the remai 
12%, 44%% must retire at 65, 5% at 
68, and the rest at from 66 to 72. None 
needs to retire before 65. 

To provide a male worker with a 
life income of $100 a month beginning 
at age 60 requires a pension fund of 
$17,700. If the income begins at 65, 
only $15,150 is needed. If 70 is the re- 
tirement age, $12,700 will do it. 

Because of the fewer years of em- 
ployment during which to build up 
the fund, monthly payments to get 
$100 a month at 65 must be about 50% 
larger than monthly payments to build 
4 a fund for $100 a month at age 





e The Confederation Life agency at 
Columbus, O., managed by Paul §, 
Rilett has moved to new quarters at 
547 East Broad street. The new of- 
fices, occupying the entire first floor, 
are larger and there are adjoining 
parking facilities. For the first nine 
months the agency is 144% over pro- 
duction for the same period in 1953. 
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GEORGE JOHNSON ASKS: 


[tInsurers Don't Want Variable Annuity 
Should It Be Denied to Mutual Funds? 


George E. Johnson, vice-president 
of Teachers Insurance & Annuity and 
of College Retirement Equities Fund, 
and a prime mover in seeking legisla- 
tion to permit incorporation of the 
Variable Annuity Corp. of America in 
New York state, has written the fol- 
lowing comment about the currently 
much-discussed subject of variable 
annuities. The projected Variable An- 
nuity Corp., incidentally, has no con- 
nection with Teachers or CREF and 
Mr. Johnson made it clear that he is 
giving his views as an individual 
rather than speaking for Teachers or 
CREF. 

It has seemed to me that current 
discussions about variable annuities 
often lose the proper perspective and 
glide over certain salient features. 

Some people in the life insurance 
field who have written or spoken 
against the variable annuity concept 
have said that the life insurance busi- 
ness should stick to the legal reserve 
system with fixed-dollar guarantees. 
This leaves open the question of 
whether the public should be com- 
pelled by law to commit all provisions 
for future security through annuity 
contracts to fixed-dollar annuities 
based entirely or almost entirely on 
debt obligations. In other words, if 
the annuity machinery to provide 
varying payments is not wanted by 
the insurance industry, should it be 
denied to trust companies or invest- 
ment trust companies? 


. e e 


Denying the public the opportunity 
to buy variable annuity contracts 
from any source is difficult to justify 
for several reasons: First, the annuity 
is not an invention of the life insur- 
ance companies. Both fixed-dollar and 
variable annuity contracts were issued 
centuries before the creation of the 
legal reserve life insurance system, 
and annuities were also familiar in 
the trust field before they were in- 
corporated as part of modern life in- 
surance. Second, variable annuities 
are now permissible and are being 
used in the pension trust field, notable 
examples being the Long Island Light- 
ing Co. plan, the Kidder, Peabody & 
Co. plan, and the National Air Lines 





Security L.&A. Holds 


Estate Planners Day 


Security Life & Accident recently 
held its first estate planners day un- 
der the joint sponsorship of Rocky 
Mountain CLU chapter and University 
of Denver. This is to be an annual af- 
fair. The day was a practical seminar 
devoted to solving the case of William 
P. Higgenbottim, a fictitious Denver 
resident who has accumulated a sub- 
stantial amount of wealth during his 
lifetime. 

There were three sessions which in- 
cluded an analysis of Mr. Higgenbot- 
tim’s estate, a question and answer 
period and a summation of the day’s 
activities with a solution of the case. 

Moderator was Louis C. Halley, Se- 
curity’s assistant vice-president and 
educational director. Participating 
were Hays R. Hindry, attorney; E. 
Martin Larsen, trust officer; William B. 
Paul, CPA; Bernard S. Rosen, State 
Mutual Life, all of Denver. The lunch- 
€on speaker was David Brofman, judge 
of the county court. 


plan. These three types of variable 
annuity plans all differ from each 
other and may be installed by any em- 
ployer without further legislation. 
Therefore, why not permit the em- 
ployer to buy variable annuity con- 
tracts to fund the retirement plan? 
Third, the definition of annuities in 
the insurance law, both in language 
and in legal interpretation, clearly 
covers variable annuities. 

Under these circumstances, I 
strongly favor staking out a claim for 
the life insurance industry in this un- 
fenced area. 

There also seems to be a misunder- 
standing about the degree of protection 
that the public can secure under a 
variable annuity. The fact that vari- 
able annuities do not provide for a 
guaranteed number of dollars does not 
mean that they are not inherently 
sound and prudent. A trustee does not 
make fixed dollar guarantees but 


merely promises to use reasonably 
prudent care and to use his best ef- 
forts. Yet trust investments are often 
considered to be synonymous with 
safety and prudence. 

A variable annuity corporation is- 
suing variable life income certificates 
is even more strictly regulated than a 
trust or an investment trust company, 
both of which are recognized media 
for personal investments and retire- 
ment income arrangements. Two im- 
portant regulatory devices for invest- 
ment trust companies are the prospec- 
tus, which must accompany the appli- 
cation blank, and the mandatory peri- 
odic reports to participants. Both of 
these devices were incorporated in the 
bill to create the Variable Annuity 
Corp. of America, introduced in the 
New York state legislature last year. 
There is also the standard machinery 
for regulating and controlling life in- 
surance companies including reports to 
the superintendent of insurance, peri- 
odic examinations by the superinten- 
dent of insurance, approval of variable 
life income certificates and related 
forms, supervision of accounting 
methods, expense limitations, anti- 
twisting laws, etc. There is hardly a 





Alexander Query, associate general 
counsel of Prudential, with R. J. Wet- 
terlund, chairman of Washington Na- 
tional, photographed by Harry Fuller, 
midwest manager of National Bureau 
of Casualty Underwriters, at the NAIC 
meeting in New York last week. 








regulatory device used heretofore that 
cannot be used successfully with the 
variable annuity. In total these devices 
can furnish the public with a greater 
measure of protection than it is now 
getting under pension trusts and in- 
vestment trust companies. 

At the present time there is a vacu- 

(CONTINUED ON PAGE &®) 





The 1] Billion Dollar 


Business that 
was born in a 


drugstore 


It was during the winter of 1874 that 
John Dryden tramped the streets of Newark 


hoping to interest businessmen in his low cost 






When Dryden returned the next day, 
Dr. Ward had a $1000 check for him — aleng 


with a promise to get others to invest. Thus 


the Prudential Friendly Society was launched . . . 
in a drugstore . . . between John Dryden and 

Dr. Ward who saw the possibilities of 

his “wild scheme.” 


That was 80 years ago. Since that time 
Prudential has grown into an 11 billion dedlar 
company, offering broad insurance coverage . . . 
Life Insurance, Annuities, Group Insurance, 


Group Pensions, and the recently added 


Sickness & Accident Protection. 


Prudential with its more than 30 million 


insurance plan for the workingman. 


But no one would listen to him: 


policyholders is proud of its small part in 
bringing security and peace of mind to 


American and Canadian families. 


The Prudential 


As a last resort, he was told to call on a 


young Dr. Ward, who operated a successful 


pharmacy in town. The doctor had many 


influential friends. 


At first Dr. Ward scoffed at the idea of 

selling insurance for only 3¢ a week. But the more 
Dryden talked, the more interested he became. 
Perhaps this plan had merit after all. 


He would think about it. 


INSURANCE COMPANY OF AMERICA 


LIFE INSURANCE ® ANNUITIES @ SICKNESS AND ACCIBENT 
PROTECTION © GROUP INSURANCE ® GROUP PENSIONS 


1875 — Protecting the family — 1955 
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Mr. OSLICO Says: 


The day you 
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Million-dollar Writers 
Give TipstoNew 
Penn Mutual Agents 


“Turn professional” and “plan big if 
you would be successful” was the ad- 
vice given by Gordon C. Maxon, San 
Francisco, and Theodore B. Longe- 
necker, Des Moines, respectively, at 
the three-day conference at Philadel- 
phia of Penn Mutual’s president’s club 
for new men in the organization. The 
largest group in the history of the club, 
attended. Members re first-year 
agents who lead in their respective 
monthly contract groups. 

Mr. Maxon suggested that the best 
way to become a big producer was to 
avoid bogging down with details. He 
advised the group to learn all there is 
to know about the business and to stay 
away from the office except during 
odd hours. A million-dollar producer 
in 1952 and 1953, Mr. Maxon has been 
with the company for eight years. 

Mr. Longenecker wrote more than 
$685,000 during his first full year in 
the business and twice since then has 
qualified for Million Dollar Round 
Table. 

The president’s club group, which 
collective'y produced more than $9% 
million on 1,150 lives, was headed by 
Daniel H. Coelho, San Francisco, who 
wrote more than $1 million of paid 
business in his first year. 





Hancock Promotes Five 


to Regional Supervisors 


John Hancock has promoted five 
assistant district managers to regional 
supervisors. John D. G. Carmichael, at 
Manchester, N.H., since 1953 is region- 
al supervisor in northern New Eng- 
land, Harold Peterson at Trenton, 
N.J., since 1950, in southern New Eng- 
land, and William Wilson, at Spring- 
field, Mass., since 1947, in upper New 
York and western New England. 

James J. Durning, at Germantown 
since 1949, is regional supervisor in 
southeastern Pennsylvania, and Mich- 
ael J. Scotti, at Long Island City since 
1937, in Greater New York. 


T. Shad Medlin Advanced 


T. Shad Medlin, Richmond manager 
for Travelers since 1946, has been ad- 
vanced to assistant superintendent of 
agencies. He joined Travelers at Little 
= in 1937 and also served at Kansas 

ity. 


Occidental, Cal., Enters N. J. 

Occidental Life of CaJifornia has 
been licensed in New Jersey, and now 
operates in 46 states, the District of 
Columbia, Alaska, Canada, Hawaii and 
the Philippines. 











Commonwealth Revises Juvenile 
Commonwealth Life of Kentucky is 
now issuing juvenile policies at age 0 
with full immediate death benefit. For- 
merly policies issued at ages under six 
months provided a death benefit of 
one-fourth the face amount if death 
occurred during the first policy year. 


69 Qualify for Republic Nat'l Rally 

Sixty-nine Republic National Life 
representatives have qualified for the 
1955 company convention at Savannah, 
Ga., Feb. 15-20. A large number of 
managers and home office officials al- 
so will make the trip. 





Pru Names 2 District Managers 
Prudential has appointed Anthony J. 
Del Prete and Donald M. Costello in 
charge of the Girard (Philadelphia) 
and Flushing, N. Y. districts respec- 
tively. Mr. Prete, formerly manager in 
the Juniata Park district of Philadel- 
phia, joined the company in 1936. Mr. 
Costello, who replaces Maurice Ter- 





—<—<—<—— 


brueggen, recently named associate 
director in the south-central home of. 
fice at Jacksonville, joined Prudentia) 
at Brooklyn in 1947. 


Citizens L. & C. Plans to 
Add $600,000 to Funds 


Citizens Life & Casualty of Los An. 
geles has applied to the insurance de. 
partment for a permit to sell and issy 
to National Auto & Casualty, its parent 
company, 5000 shares of its $10 par 
capital stock at a price to net Citizens 
L. & C. $605,000. 

If the permit is granted and the 
stock sold, Citizens L. & C. will file 
another application for a certificate tg 
write life, liability, workmen’s com. 
pensation and common carrier liability 
insurance. Citizens would enter into a 
reinsurance treaty with National Auto 
for all lines except life. 

National Auto purchased the charter 
and assets of Citizens about a year ago, 
and the officers of both companies are 
the same. 








Discuss Doctor, Hospital Relations 

Northwest Wisconsin A. & H. Under- 
writers Assn. at its December meeting 
in Eau Claire discussed how to im- 
prove relations of insurance men with 
the medical profession and hospitals, 
Physicians and staff members of hos- 
pitals in the area attended. 


Republic National Enters Fla., Md. 

Republic National Life has been li- 
censed in Florida and Maryland, 
bringing to 29 the number of states in 
which it operates. 








North Carolina Assn. of A&H Under- 
writers, in cooperation with the ex- 
tension division of University of North 
Carolina, sponsored a disability sales 
course Dec. 2-4 at the university. Com- 
missioner Gold addressed the grad- 
uates at a banquet at the conclusion of 
the course. 
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An open house and agent’s conven- 
tion is scheduled for Dec. 11-14 in 
connection with formal dedication of 
the new home office building (pic- 
tured) of Central Life of Iowa. The 
company will open its doors Dec. 12 
for a nine-hour inspection by the gen- 
eral public, with company personnel 
present to assist in organizing tours of 
the new $2.9 million structure. 

Prior to the public open house, Cen- 
tral Life will show the building to vis- 
iting insurance executives and other 
business men and guests on Saturday 
afternoon. Also scheduled for Satur- 
day is a luncheon and tour for the 
company’s 150 employes and their fam- 
ilies, and a special showing for guests 
invited by employes Saturday night. 
Sunday afternoon, 200 company 
agents and wives will arrive in Des 
Moines for a three-day convention. 
They are the leading agents who met 
minimum production standards dur- 
ing a 15-month qualifying period. 
Named on a bronze tablet to be 
mounted in the foyer of the new build- 
ing will be the 36 agents who pro- 
duced the greatest volume of business 
during that period. Inscribed on a 
matching tablet will be the names of 
the company’s 12 leading general 
agents during the same period. 

The company moved into its new 
building November 6-7 after 21 years 
in the Insurance Exchange building 
in Des Moines. Ground for the 210 by 
108 foot six-floor building was broken 
two years ago. The first floor is en- 
cased in granite, and upper stories are 
faced with Mankato stone. 

The building has five floors of of- 
fice space, providing about 100,000 
square feet of space in all, plus a 


‘ basement. Only 12,500 square feet of 


this space are used for utilities, keep- 
ing non-productive space at a mini- 
mum, and allowing about 88% of the 
space to be used for offices and work 
areas. 

All walls except those which are a 
permanent part of the building are 
soundproofed movable partitions, mak- 
ing it possible to fully utilize the floor 
space for a variety of layouts of pri- 
vate offices, meeting rooms and other 
work areas requiring partitions. 
Ceilings are acoustically treated to 
absorb noise. They hang four feet be- 
low the floor above, allowing space for 
the heating-air-conditioning pipes and 
wiring. The steel-and-concrete floors 
have a series of channels for wires for 
electrical outlets, telephone and inter- 
communication systems, which can be 
ee within 18 inches in any direc- 
ion. 

About 2,200 square feet on the fourth 















Open House for Central Life’s New Home Oftice 





floor are devoted to lounge, club room 
and kitchen facilities of employes. 
The medical department, on the third 
floor, has a modern laboratory, ex- 
amining room and a three-bed hospital. 

Central Life occupies the ground, 
third and fourth floors. The first and 
second floor work areas (approximate- 
ly 35,000 square feet) are being leased 
to other businesses. 





Ohio Nat'l Increases 
Dividends 21% for ‘55 


Ohio National Life has increased its 
dividend scale with dividends payable 
in 1955 to amount to over 21% more 
than those paid in 1954, with increases 
applicable to policies of the current 
series and those issued on former rate 
bases. 

The increases are greatest for the 
higher issue ages and for policies with 
longer durations. Except where the 
guaranteed rate is higher, the interest 
rate on dividends left to accumlate is 
3%. This rate also applies to policy 
proceeds being paid under supplemen- 
tary contracts, except that the rate is 
14% less for proceeds left at interest 
subject to withdrawal. 





Detense Budget 4% Premium Rate 

Northwestern National Life estimates 
that the current $42 billion budget for 
national defense amounts to a premi- 
um of about 4% on $1 trillion, ap- 
proximate value of U.S. physical as- 
sets. 
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What a Wonderful Company 
to be with! 


MY COMPANY STRESSES 
THE HUMAN ELEMENT . . . I'm like you are... I think 
my business is the most important. So you can well 
imagine the tremendous satisfaction .. . and help. . . 
I get because the folks at The Berkshire treat my problems 
as though they were ¢heir problems. 
It's the personal interest they take that makes this 
relationship so gratifying . . . so effective. 
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Appraisal of the Variable Annuity 


The variable annuity, like “special” 
policies and Senator McCarthy, is 
very difficult for most people to be 
completely objective about. Hence it 
is particularly gratifying for the seeker 
after enlightenment on the subject of 
variable annuities to find so balanced 
a discussion as that which Haughton 
Bell, vice-president and general coun- 
sel of Mutual of New York, gave at 
the current-trends panel at the re- 
cent LIAMA annual meeting at 
Chicago. 

Mr. Bell emphasized that the “very 
enviable” reputation of the life in- 
susance industry has been made in 
relation to the issuance of long-term 
contracts payable in guaranteed dol- 
lar amounts and the fulfillment of 
the obligations which it assumed under 
those contracts by making the fixed 
dollar payments called for. After 
listing the various problems that 
use of a variable anniuty would en- 
tail, Mr. Bell warned against a too- 
hasty decision that the idea is im- 
practical. 

He pointed out that there is an acute 
consciousness in the public mind of 
the serious shrinkage in the purchasing 
power of the dollar—“that the doHar 
itself is a variable.” 

“This has led serious scholars to 
question the assumption, heretofore re- 
garded as basic in existing investment 
laws and existing contracts providing 
for retirement income, that changes 
in the price level would be relatively 
short-lived,” Mr. Bell continued. Be- 
sides this there is the growing public 
acceptance of common stocks as an in- 
vestment, as evidenced by the rapid 
growth of mutual funds, and the liber- 
alization in laws as to what is legal 
for trust-fund investments, also the 
monthly installment purchase plan of 
the New York Stock Exchange. 

Mr. Bell quoted the president of 
one of the large New York trust com- 
panies as saying that over the last half 
century there has been a virtual revo- 
lution in the science of investing con- 
servative funds and that common 
stocks have come to be accepted as “a 
necessary part of our conservative in- 
vestment fabric.” 

“It would therefore seem that un- 
less there comes to be a belief on the 
part of the public that there will be 
a long period of deflation or adverse 
political climate ahead, the new idea 
cannot readily be laid aside and for- 
gotten,” Mr. Bell observed.“...The 


questions before the life insurance 
industry today are whether this field 
will long remain unoccupied and 
whether, if it is to be occupied by any- 
one, it should be the life insurance in- 
dustry or some other competitive in- 
dustry.” 

The question is not academic, Mr. 
Bell noted, recalling that last year a 
variable annuity bill passed both 
houses of the New York legislature, 
though vetoed by the governor. He 
said that this year the sponsors of that 
bill have already announced it will 
be reintroduced in New York and 
probably in one or two other states as 
well. 

The variable annuity and its corol- 
lary, the variable life income under a 
mode of settlement of a life poilicy, are 
seemingly going to be with us before 
long, the only question being who will 
issue them. If it is true that we have 
a slowly rotting currency, in terms of 
purchasing power, it can hardly be 
thought surprising if the public tries to 
protect itself against squirreling away 
dollars that are sure to come back con- 
siderably emaciated. Perhaps there is 
no protection. But you can’t blame 
people for trying. 

Incidentally, a point in Mr. Bell’s 
talk that should be well pondered by 
those who are quick to criticize the 
variable annuity as being speculative 
because it is based on investment in 
equities is this: There is no reason why 
common stock investments have to be 
speculative. With its skilled manage- 
ment, diversification, and the ability 
to hold on when a smaller investor 
would be forced to sell, a life company 
(or its equity-investing subsidiary) 
should be able to eliminate the specu- 
lative factor to the extent that it 
wished to. 

Another angle, not mentioned by Mr. 
Bell, is that if life companies by stress- 
ing investment in bonds and mort- 
gages rather than in equities make it 
necessary for businesses to get their 
financing by borrowing, with its in- 
variable commitment feature, when it 
would be sounder for them to finance 
by the equities route and not make 
promises that may be impossible to 
perform, the life insurance business 
could be an unwitting contributor to 
needless business failures in times of 
stress. 

Those who are interested in the pros 
and cons of the variable annuity might 
also investigate the considerations that 


led Teachers Insurance & Annuity to 
introduce its College Retirement Eq- 
uities Fund. TIAA has an unusually 
close relationship to and feeling of 
responsibility for its policyholders. 

It was set up by the Carnegie Foun- 
dation with the object of providing 
retirement programs for college teach- 
ers. It felt not only a responsibility to 
provide a reasonable number of re- 
tirement dollars but was also con- 
cerned what the dollars would buy. 
A teacher who could get by in re- 
tirement on $100 a month when the 
dollar would buy twice what it does 
now just hasn’t got a solution to his 
retirement problem. To that extent 
TIAA had reason to feel that morally, 
though not legally, it had failed to 
accomplish its objectives. 

The life insurance industry should 
face its problem squarely or it may 
find some other investment-and-pro- 
tection mediums taking the play away 
from it. It is one of the most important 
matters facing the life insurance busi- 
ness today. 


PERSONALS 


Morris G. Fuller, president of State 
Farm Life, will take part in a panel 
discussion of top-management prob- 
lems of long-term cost reduction, 
standards of performance for high- 
ranking executives, organization prin- 
ciples, and over-all coordination of 
effort at the American Management 
Assn. mid-winter general management 
conference in Los Angeles, Jan. 24-27. 
He will represent life insurance on the 
presidents’ panel, a regular feature of 
the conference. 











James P. Fordyce, chairman and 
chief executive officer, will mark his 
20th year with Manhattan Life Dec. 
11. He began as director of agencies 
and was elected a director in 1935, 
vice-president in 1986, president in 
1939 and chairman and chief execu- 
tive officer in 1950. Mr. Fordyce, who 
has been in the business since 1911, is 
chairman of New York Board of 
Trade. 


John R. Mage, general agent of 
Northwestern Mutual Life at Los An- 
geles, has been elected a trustee of Oc- 
cidental College there. He also heads 
the heart drive for 1955 for the second 
year in a row. 


Helen Dobbs, who heads the per- 
sonnel service bearing that name in 
Chicago, underwent an operation for 
a cataract at Michael Reese hospital. 


Karl Rolvaag, who was elected lieu- 
tenant governor of Minnesota on the 
Democrat-Farmer-Labor ticket in No- 
vember, is a general agent for Pio- 


neer Mutual Life. He is associated with 
the McKean-Rolvaag agency, Roches. 


DEATHS 











JAMES F. OATES, 83, retireg 
Northwestern Mutual Life: generg 


agent at Chicago, died in his suburban 
home in Evanston. With the late Ralph 
H. Hobart, Mr. Oates was generaj 
agent at Chicago for 33 years for the 





JAMES F. OATES 
company and was a pioneer in the 


Northwestern Mutual Life idea of 
career life insurance agents, taking no 
brokerage or other kind of business. 

Mr. Oates became known aation- 
wide in life insurance circles when 
shortly before his retirement in 1944 
he made an arrangement for North- 
western Mutual to pay his renewal 
commissions at the rate of $1,000 a 
month for 15 years and the remainder 
in a lump sum. This leveling out of 
post retirement renewals rather than 
catching the full impact of the gradu- 
ated tax scale in the early years after 
retirement was several years in the 
courts and finally in November of last 
year the U. S. court of appeals for the 
seventh circuit handed down a deci- 
sion favorable to Mr. Oates. 

The solicitor-general did not appeal 
this. The decision was considered of 
significance since other general agents, 
as well as soliciting agents, in the 
company gained the same opportunity 
to accept the level renewal plan. 

Mr. Oates had lived in Evanston 
since 1899 and was a member of 
Northwestern University’s champion- 
ship football team in 1892. He was also 
a life trustee of the university and in 
1940 received the university alumni 
achievement medal. 


EDWIN McKIGNEY PEARCE, 83, 
general agent at Atlanta for Reliance 
Life until its merger with Lincoln Na- 
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onal and with Lincoln since that 


jo three years ago, died there after 
q fall. 
HERMAN L. EKERN, Wisconsin 


insurance commissioner from 1911 to 
1915, died after a long illness. He was 
a prominent insurance lawyer in Chi- 
cago for many years, although he 
maintained his residence in Madison. 

Mr. Ekern was a former attorney 
general of Wisconsin and served as 
lieutenant governor. He was one of 
the major figures in Wisconsin poli- 
tics during the LaFollette era. 

He graduated with a law degree 
from the University of Wisconsin in 
{894. He was elected to the Wisconsin 
legislature in 1903, 1905 and 1907, 
serving as Progressive party floor 
leader in 1905 and speaker in 1907. 

Mr. Ekern was instrumental in 
creating a legislative committee to 
investigate insurance companies in 
Wisconsin and ultimately put through 
4 life insurance code, which served 
as a model for other states. He was a 
reformer in the insurance field and 
waged a number of battles against the 
companies. 

Later Mr. Ekern was assistant in- 
surance commissioner, and was elected 
as commissioner in 1911. In 1915, he 
teamed up with his law school class- 
mate, E. A. Meyers, to form the law 
partnership of Ekern & Meyers at Chi- 
cago, and this became one of the most 
prominent insurance law firms in the 
country. Mr. Ekern drafted the Sol- 
diers’ and Sailors’ War Risk Insur- 
ance act, which was adopted during 
the first war, and was extended into 
the second war. 


e eo e 


He was the co-founder and president 
of Lutheran Brotherhood Life of Min- 
neapolis. One of his first insurance 
clients was National Assn. of Mutual 
Insurance Cos., by which he was re- 
tained for a small fee which was un- 
changed for more than 35 years, and 
which Mr. Ekern never attempted to 
collect. 

Mr. Ekern knew many of the prom- 
inent political figures in the early part 
of the century, and was one of the 
best acquainted men with state attor- 
neys general and insurance commis- 
sioners. 

He became Wisconsin attorney gen- 
eral during 1924-1927 at the request 
of the senior Robert LaFollette. In 
1938, Mr. Ekern was the Progressive 
party nominee for Senator from Wis- 
consin, in the year that Alexander 
Wiley took office. 

From 1939 until 1943 he served as a 
regent of the University of Wisconsin, 
and in 1944 the university awarded 
him an honorary degree of doctor of 
laws. One of Mr. Ekern’s sons, George, 
was at one time with the law firm of 
Ekern, Meyers & Mathias. 


New Michigan Handbook 
Is Off the Press 


A new, up-to-date Underwriters’ 
Hand-Book of Michigan has just been 
Published by the National Underwrit- 
er Company. It provides complete in- 
formation on the agencies, companies, 
field men, general agents, solicitors, 
sroups and other organizations affil- 
= with insurance throughout the 
Premiums and losses by lines, with- 
in Michigan, for all fire and casualty 
companies and life insurance paid for 
and in force for life companies, are 
also presented in a special, statistical 
section. Copies may be obtained from 
the National Underwriter Company, at 
420 East Fourth Street, Cincinnati 2, 
Ohio, Price $12 each. 











Missouri State Life 
Case Finally Goes to 


Judge for Decision 

ST. LOUIS—The case involving the 
final accounting of assets in the oid 
Missouri Siate Life receivership suit, 
which were taken over for administra- 
tion by General American Life in 
September, 1933, was finally sub- 
mitted to Judge Edward M. Ruddy on 
Dec. 2, but it may be several months 
before he gives his decision. 

The case set an all-time record for 
the duration of any trial in the St. 
Louis circuit court. Taking of testi- 
mony took place on 111 different days, 
ending July 24, 1951, and since then 
the varous parties to the litigation 
have filed briefs and various motions, 
etc., for the consideration of the 
court. The testimony fills more than 
15,000 typed pages and runs up to 
some 3,220,000 words, it has been ‘esti- 
mated. Seven hundred exhibits also 
were entered into evidence. Some of 
the briefs of counsel were as thiek as 
an ordinary telephone directory. 

Judge Ruddy, now a member of 
the St. Louis court of appeals, has set 
aside a room in his office suite ex- 
clusively for the case material. He has 
been reading the testimony and other 
data in connection with the trial for 
the past three years. He has indicated 
that it will not be until some time 
next year before he is ready to an- 
nounce his decision. 


e e * 

The court proceedings started on 
Aug. 31, 1948, when the then super- 
intendent Owen G. Jackson filed a 
final accounting of the General Amer- 
ican Life’s distribution and adminis- 
tration of the old Missouri State Life’s 
assets. The report set up a $10,111,772 
in policy reserves and also provided 
for the payment of $2,062,000 to the 
old company’s policyholders. The ac- 
counting, as filed, reflected no funds 
available for payment to the stock- 
holders of the Missouri State. Under 
the settlement plan the policyholders 
of the old company would first be 
entitled to an interest balance of at 
least $4,420,448, in addition to the pay- 
ments already made to them and 
scheduled under the final accounting 
before the stockholders would be 
entitled to anything. 

Assets remaining in the Missouri 
State account as of Sept. 1, 1948, after 
15 years of operation, were carried in 
the final accounting report at a market 
value of $136,403,807, a figure which 
was $4,264,539 in excess of the pre- 
vious book value of such assets. The 
liabilities listed included increased 
policy reserves resulting from the re- 
duction of the rate net interest requir- 
ed to be carried from approximately 
3.4% to 2.9%. This increase in policy 
reserves amounted to the $10,111,772 
previously indicated. 

Under the administration of the 
Missouri State account by General 
American, the original lien placed 
against certain of the old policies have 
long since been paid in full. 

Objectors among the old company’s 
stockholders argued that the reserve 
fund set up for the policyholder was 
entirely too high, and they raised 
other objections to the final account- 
ing setup. In all some $17,000,000 in 
various items is at issue. The hearing 
of the case originally began before 
former Circuit Judge Harry F. Russell, 
but later, after General American had 
objected to the Missouri supreme court 
against the manner in which Judge 


Russell was handling the case, that 
jurist decided to step aside and de- 
clared a mistrial and gave up jurisdic- 
tion on March 4, 1950, after some 6,000 
pages of testimony had been taken. 
Subsequently, Judge Ruddy was called 
upon. Prior to going onto the circuit 
court bench he had been an outstand- 
ing certified public accountant. When 
Judge Ruddy was elevated to the St. 
Louis court of appeals, he retained 
jurisdiction in the accounting case 
with the consent of all parties. This, 
of course, prevented the necessity of 
starting all over before a new judge. 





Managers Hear Paulus 

“You are not a general agent until 
the new organization you have |at- 
tracted is paying for as much as the old 
organization you inherited,” Nathan P. 
Paulus, general agent State Mutual As- 
surance, Dayton, O., told members of 
the General Agents & Managers Assn. 
of Indianapolis at the November meet- 
ing. 

“The main responsibility of manage- 
ment,” Mr. Paulus, former million dol- 


lar personal producer and life mem- 
ber of MDRT, declared, “is to develop 
successful career men.” First-year pro- 
duction, he claimed, means nothing. 
“Many a man starts off with an as- 
tounding first year, only to fall flat 
on his face in subsequent years. On the 
other hand, many of today’s MDRT 
men had a struggle their first year.” 
He concluded the job of the manager 
is far more one of developing staying 
power than finding starting power. 
Recognition was paid at the meeting 
to H. C. Graebner, dean of college of 
business administration, Butler Uni- 
versity, newly appointed dean of 
American College. H. E. Rust, presi- 
dent of Insurance R. & R., made a brief 
speech in tribute to Mr. Graebner. 


Joins Franklin Life 


L. P. Cogswell has been appointed 
special representative in Erie, Pa., for 
Franklin Life. Mr. Cogswell entered 
life insurance in 1947 as an agent with 
the Fred E. Kramer agencies of Ohio 
National Life. In 1949 he was made 
supervisor, and in 1953 


was a ted 
agencies coordinator, the itfon he 
resigned to join Franklin Life. 
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the importance of insuring less than 

e entire cost as a restraint against 
extravagance and over-utilization. Al- 
though there is still a gap between 
insured benefits and insurable values, 
it is being closed as voluntary insur- 
ance in force increases at a far more 
rapid rate than expenditures for 
health care. 

The insurers have been told that 
time is running out on them, and Mr. 
Faulkner said he can agree that not a 
day should be lost in providing sound 
rotection for every insurable per- 
son, “but equally we should be aware 
of tactics of desperation.” 

The people have clearly indicated 
their preference for voluntary private 
insurance by their purchase of it, he 
said. He cited the surveys of National 
Opinion Research Corp. as reported to 
American Hospital Assn., showing that 
in 1940, 60% of the population favored 
compulsory government health plans, 
while a more recent poll shows the 
figure has dwindled to 19%. 

Government, nevertheless, at all 
levels has a vital part to play in im- 
proving health by teaching the public 
that sound insurance is a vital element 
in the budget, and by providing tax 
incentives to aid in its purchase. 
Further, it can stimulate medical re- 
search and can fulfill its obligations to 
the indigent. 

The doctors, he added, have a re- 
sponsibility by cooperating to elimin- 
ate over-utilization and helping reduce 
the total burden of health care costs. 

“It is much to be hoped,” Mr. Faulk- 
ner commented, “that soon you 
(Ameriean Medical Assn.) will estab- 
lish uniform fee lists, adjusted to local 
conditions, as suggested by Dr. Mc- 
Cormick (immediate past president 
of AMA), Dr. Martin (president of 
AMA) and your other leaders.’”’ Such 
lists, Mr. Faulkner said, would set up 
a greater stability of medical care costs 
and permit companies to go ahead 
more rapidly and surely with compre- 
hensive coverages. 


1957 World Actuarial 
Meeting to be in N.Y. 


The 1957 meeting of International 
Congress of actuaries will be in New 
York City. It will be the first time 
since 1903 the group has met there. 

The invitation was extended to the 
governing body in Brussels which ac- 
cepted. The U.S. section of the congress 
is comprised of M. Albert Linton, 
chairman of Provident Mutual Life, 
chairman, Valentine Howell, execu- 
tive vice-president of Prudential; R. A. 
Hohaus, vice-president of Metropol- 
itan; Walter Klem, senior vice-presi- 
dent and actuary of Equitable Society 
and president of Society of Actuaries; 
Edward W. Marshall, actuarial con- 
sultant and a past president of Actuar- 
ial Society of America; E. M. McCon- 
hey, president of Bankers Life of 
Iowa; and Ray D. Murphy, president 
of Equitable Society. 

J. G. Beatty is chairman of the 
Canadian section and other members 
are B. T. Holmes, vice-president of 
Confederation Life of Toronto; George 
W. Bourke, president of Sun Life of 
Canada; and J. E. Morrison, assistant 
general manager of Great-West Life 
of Winnipeg. 


Conn. General Adds Oakland Unit 

Connecticut General has opened an 
office in Oakland, Cal., at 354 21st 
Street. The staff will consist of William 
A. Borden, George A. Shepherd, S. 
Bruce Copeland and Jack K. Friel, who 
will offer estate planning, group and 
Pension plan services to individuals 
and businesses. 








Faulkner, Hobby 
Talks Are Highlight 
of Doctors’ Meeting 


The main item of interest at the 
opening session of the annual meeting 
of American Medical Assn. last week 
at Miami was the presentation of two 
points of view on the federal health 
reinsurance plan as presented by Mrs. 
Oveta Culp Hobby, Secretary of 
Health, Education & Welfare, and E. J. 
Faulkner, president of Woodmen Ac- 
cident & Life. 

Mr. Faulkner, a past president of 
H&A Underwriters Conference, is one 
of the outspoken critics of any type of 
government plan. His address is re- 
ported elsewhere in this issue. 

Mrs. Hobby said that in seeking the 
objectives of widely sold and broader 
insurance, a number of major mean- 
ings have been agreed upon. For ex- 
ample, the system of voluntary health 
insurance is an effective mechanism 
through which the majority of people 
can pay their medical care costs, and 
there is a common ground in the ob- 
jective of strengthening and support- 
ing the health growth of the nation. 


“The health reinsurance proposal 
does offer the opportunity to provide 
more people with health insurance and 
to provide better health insurance,” 
Mrs. Hobby said. “It offers this op- 
portunity to the 30 million people not 
now covered but who can afford to 
purchase voluntary health insurance. 
And it offers the opportunity for im- 
proved coverage for a sizeable seg- 
ment of the 99 million who now have 
some health insurance. 

“The health reinsurance proposal 
represents what we believe to be a 
necessity. If offers opportunity for 
self-help without subsidy.” 

She said a task force of her depart- 
ment and American Medical Assn. will 
be set up to clarify areas of concern 
and to identify more clearly that seg- 
ment of the population that cannot be 
covered by health insurance. Mrs. 
Hobby asked the doctors to help in 
accomplishing “this great objective.” 
She added: “May I say that the rein- 
surance proposal, I firmly believe, will 
encourage the medical profession, in- 
surance organizations, and government 
to work together...” 












is the Company's monthly 
magazine, bringing news, in- 
struction, information and 
motivation to its field as- 
sociates. It has been hon- 
ored by awards from the 
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Possibly the Most Advanced Thinking 
in Life Insurance . . . The Confederation Life 


JUNIOR PARTNERSHIP POLICY! 


reaches 21! 

This two-fold protection costs sur- 
prisingly little . . . $154.20 annually 
for $10,000 coverage on a 30-year- 
old father and his one-year-old child. 
T.D, Waiver, D.I., and Family Income 
may be added. 


Typical of Confederation Life's pro- 
gressive approach to insurance prob- 
lems is its unique Junior Partnership 
Policy. 

Basically a Participating Endow- 
ment on the child, payable at age 
60, this policy substitutes the father 
as the life insured until the child 
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OLD ANNUITANTS 
NEVER DIE... 





.. they just leave forwarding addresses for their 
monthly income checks — mostly in Florida and 
California and other places where carefree folk have 
learned to seek their retirement leisure. 


That's another reason why the income tables in the 
settlement options are so important. A few cents per 
thousand difference in the income payable can add 
up to a lot of additional comfort and luxury for 
retirement years. And retirement years of annuitants 
can be very long — and usually are, as the mortality 
tables show. 


Occidental’s settlement option values in all its poli- A 
cies are good, as comparison proves. Combined with 





Occidental’s low guaranteed-rate premiums, this fact 
means more retirement income per premium dollar 
when your insured of today becomes your annuitant 
of tomorrow using his policy values. 





-cidental 


Life vou 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU O0OT' 








General Agents and Agents 

HAVE YOUR MONEY ON YOUR VESTED RENEWALS NOW 
@ To buy or remodel your home 
®@ To take advantage of today’s in- 
® To pay off indebtedness .. . vestment opportunities 

protect your credit @ Loans made at bank interest rates 

PLEASE CALL OR WRITE FOR PROMPT, CONFIDENTIAL SERVICE . 
John H. Weber, president 628 U. S. National Bank Bldg. 

RENEWAL GUARANTY CORP. Denver, Colorado * Phone ALpine 5-7360 


@ For additional working capital . . 
for expansion 








New Subscription Order Form 


THE NATIONAL UNDERWRITER Life Insurance Edition 
420 E. Fourth Street, Cincinnati 2, Ohio 


As a new subscriber, enter my personal subscription to start with 
the next issue: 


) $18.00 enclosed for three full years. 
NAME_ 

HOME ADDRESS 
CITY 
COMPANY 
POSITION 
| (Above rates goed enly in United States) 


(2 $7 enclosed for one year. 








ZONE. STATE 























Photographed at the National Assn. of Insurance Commissioners midyear 
meeting in New York last week: From the left, George W. Wells, president 
of Northwestern National Life; H. P. Skoglund, president of North American 
Life & Casualty; Robert H. Rydman, associate general counsel of N.A.L.&C,, 
and Ralph H. Kastner, general counsel of American Life Convention. 








NAIC Committee Modifies 
Tighter A&éH Law Proposals 


(CONTINUED FROM PAGE 9) 
support of this impression has been 
fairly meager...This factual data is 
important.” 

5. Complaints based on denial of 
pre-existing conditions were the most 
numerous. Sometimes the insured ob- 
viously doesn’t understand that such 
diseases are not covered; sometimes he 
takes out insurance hoping to collect 
for what he knows he is not entitled 
to. More than 90% of the complaints 
involving a _ pre-existing condition 
arose in the first or second policy year. 
Other major causes of complaint, the 
committee found, are cancellation or 
failure to renew the policy after a 
claim, alleged misrepresentation by 
the agent, misunderstanding by the 
insured of the policy provisions, and 
delay and misunderstanding in con- 
nection with the settlement of claims. 

It is the “considered opinion” of the 
subcommittee that the cure lies in the 
administrative area rather than in the 
passage of new laws, although the sub- 
committee would still like to see re- 
doubled efforts to obtain passage of 
presently recommended uniform laws. 

The committee did not act on Chair- 
man Martin’s suggestion, not contained 
in his official report, that a second 
complaint survey covering next March 
and April be undertaken. 

On invitation by Bohlinger of New 
York the midyear meeting of 1955 will 
be held in New York City, at the Com- 
modore, Nov. 28-Dec. 2. Larson of 
Florida issued an invitation to hold 
the 1956 midyear in Miami, and Joseph 
Weintraub of the Weintraub group of 
companies extended the _ industry’s 
cordial invitation. 


Insurance R&R Has A&H Course 


A 300-page course in sickness and 
accident insurance which can be ad- 
ministered to new or experienced men 
on an individual or group basis has 
been published by Insurance R&R. Its 
14 units cover prospecting through 
selling and servicing and each unit is 
introduced with a two-colored sales 
visual. It can be used by home office 
training departments, general agents 
and managers. Single copy price is 
$6.95 and quantity prices can be ob- 
tained from Insurance R&R at 123 West 
North street, Indianapolis 9, Ind. 





Guarantee Reserve Life of Hammond 
has been licensed in Alabama. 
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ACTUARIAL POSITION OPEN 


In rapidly growing life insurance 
company located in New York City. 
Associate or Fellow of S. O. A. Excel- 
lent career opportunity. Our staff 
knows of this ad. Address N'-22, 
The National Underwriter Co., 99 
John St., New York 38, N. Y. 








ASSISTANT ACTUARY WANTED 


Rapidly growing eastern life company has open- 
ing for a young man with at least associate 
membership in Society of Actuaries. Address 
Box C-6, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








REGIONAL GROUP SALES MANAGER 
in Southern states will open 
> os mn dy group ‘office in Home office area. 
Need aggressive and experienced field group 
manager. Salary plus bonus arrangement. First 
year income in excess of $10,000. In replying, 
please ae brief résumé and attach photo. All 
replies in confidence. Address C-8, The National 
i Co., 175 W. Jackson Bivd., Chicago 

inois 











WANTED TO BUY 
Life Insurance Company with good vol- 
ume. Will pay $1,000,000. or more. Ad- 
dress Box C-16, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








REGIONAL GROUP MANAGER with obility 
and qualifications to plan and supervise Group 
Field Sales is interested in Home Office posi- 
tion to direct or assist with Group Sales. No 
objection to travel. Prefer Southern Life com- 
pany recommended by “‘Best'’. Reply to C-18, 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 











PENSION CONSULTANT 


Leading firm of pension consultants interested i = 
adding an account executive on pension plans 
Must be familiar with actuarial 


Replies 
x NY-23, The National Daderwrier Co., 99 
John Street, New York 38, N. 
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Predicts ‘55 Will 
Be Record Year for 


Legislative Work 

NEW YORK—The outlook for 1955 
is that it will probably be the most ac- 
tive year in the history of Life Insur- 
ance Assn. of America, Associate Gen- 
eral Counsel Henry R. Glenn reported 
at the LIA annual meeting here this 
week. 

Forty-four states will be in session 
and some 15,000 to 20,000 bills of in- 
surance interest will probably be of- 
fered, including tax increase, compul- 
sory investment, penalty, and other 
types of adverse proposals. 

On the affirmative side “we have 
been directed by the joint legislative 
committee [of LIA and American Life 
Convention] to support the en tment, 
in the remaining states where needed, 
of the fair trade practices act, the un- 
iform unauthorized insurers service of 
process act, and now that we are han- 
dling individual accident and health 
insurance, the NAIC-approved uniform 
accident and sickness policy provisions 
pill,’ said Mr. Glenn. “It is felt that 
the enactment of these laws in the re- 
maining states will do much to 
strenghen state supervision of insur- 
ance and thus diminish the possibility 
of federal encroachment into the field 
of supervision.” 

Mr. Glenn said that of special in- 
terest for 1955 is the serious threat in 
Alabama of the enactment of a com- 
pulsory investment law. The governor- 
elect strongly supported it in his cam- 
paign and since. Although it has been 
possible to defeat such proposals some 
210 times in 38 jurisdictions since this 
type of law was enacted in Texas in 
1906, the threat in Alabama “is the 
most serious which has ever been 
faced,” said Mr. Glenn. 

Mr. Glenn reviewed litigation as 
well as legislation of the past year in 
his report. 


Penn Mutual Names Two 


New General Agents 


Penn Mutual Life has appointed 
George E. Magner as general agent at 
Dayton succeeding W. N. Turner; and 
Charles E. Capo, will head the Hemp- 





G. E. Magner Cc. E. Capo 
stead, Long Island, agency, replacing 
Irwin A. Davies. Both Mr. Turner and 
Mr. Davies will continue with their 
agencies as personal producers. 

Mr. Magner attended Oklahoma City 
University; served with the army air 
corps, and was a wholesale jewelers 
supply salesman before joining Penn 
Mutual at Oklahoma City in 1947. 

Mr. Capo attended New York Uni- 
versity. He joined the Charles E. Dri- 
mal Agency of New York City in 1947, 
was appointed agency supervisor in 
1952. He was a lieutenant in the army, 
and his business experience had been 
in the export field. He has been a CLU 
since 1952. 


San Antonio Assn. Hears 


Manly on Quality Sales 
San Antonio Assn. of Life Under- 
writers heard Hollis L. Manly, Jr., ed- 





ucational director of Amicable Life, 
discuss quality business at the Novem- 
ber meeting. The amount of time de- 
voted to conservation is more profita- 
ble to the agents than selling new busi- 
ness, Mr. Manly asserted, pointing out 
that 33% of insurance written had 
been lost by lapsation, enough renewal 
income to cover the income taxes of 
the agents. From the satisfied policy- 
holder the agent will increase his com- 
missions five times as the result of re- 
peat business and leads, he stated. 

Factors determining quality he lis- 
ted as occupation, age of applicant, 
with older applicant showing a better 
conservation ratio, and income of the 
buyer. He listed the selling factors as 
package or program according to needs 
and reselling on delivery, stressing the 
difference in psychology between a 
selling interview and a delivery inter- 
view. In the latter the buyer is on the 
agent’s side and wishes to be proud of 
what he has bought. The delivery in- 
terview is a_ good time to sell more 
business and get new prospects. 

When selling to meet a need, Mr. 
Manly advocated ordinary or better, 
on an annual basis for improving per- 
sistency, since permanent insurance 


shows 13% better persistency than 
temporary. He declared when the 
salesman sells on less than an annual 
premium he is doing business on a cre- 
dit basis. Money with the application 
shows a better persistency ratio by 7%, 
he added. 





To Honor Pille, Lounsbury 


Newark Assn. of Life Underwriters 
will honor Richard E. Pille, president 
of LIAMA, and Ralph R. Lounsbury, 
immediate past president of American 
Life Convention, at a luncheon Dec. 16 
at the Robert Treat hotel in Newark. 
Both are local men, Mr. Pille being 
vice-president in charge of agencies of 
Mutuai Benefit Life of Newark and 
Mr. Lounsbury being president of 
Bankers National Life of Montclair. 
Mr. Lounsbury will speak at the lunch- 
eon. 


C. M. Shanks Honored 


Carrol M. Shanks, president of Pru- 
dential and citer of field men, was him- 
self cited by Gerald A. Eubank and Hi- 
ram G. Henderson, managers at New 
York City, who presented him a “ci- 
tation in return” for his championship 
of the brokerage system. 

The award was the climax to an 
agency dinner celebrating reception of 


the 1953 ‘“‘President’s brokerage tro- 
phy”, won by the agency on the basis 
of improvement, production results, 
and other criteria. The organization al- 
so won “singular honors’’ in group 
business, with group life volume of $48, 
865,000 and group A&H premium of 
$9,173,000 for the year. 


In Bankers Nat'l Post 


R. Donald Quackenbush has been ap- 
pointed to take charge of the develop- 
ment of Bankers National’s consumer 
credit operations. He is president of 
New Jersey Junior Chamber of Com- 
merce and formerly was president of 
the retail division of the Paterson 
chamber. 





Johnson Improperly Identified 

H. Clay Evans Johnson, president of 
Interstate Life & Accident, who has 
been elected president of the Chatta- 
nooga Chamber of Commerce, was im- 
properly identified in the Dec. 3 issue 
in an item reporting his election. 





Chicago Teachers Hear Williams 

James R. Williams, director of pub- 
lic relations for H&A Underwriters 
Conference, was one of the lecturers 
this week at the educational series 
sponsored by Chicago Board of Edu- 
cation for teachers. He spoke on A&H 
insurance. 
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A COMPANY IS KNOWN 
BY THE MEN IT KEEPS 


HE full strength of a life insurance company is not measured 
in terms of dollars alone. One of the real assets of any company 
is its agency force, and we are particularly proud of the great 


force of men who represent this company in the Field. Yj 


Many of them are members of our Old Guard with fifteen 


years or more of service. All our Managers and all others in 
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HOME OFFICE_NASHVILLE, TENNESSEE 













supervisory positions were promoted from our own ranks. All 
our men are carefully selected, thoroughly trained, full-time 


Shield Men, dedicated to the highest standards of selling and 
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Thore Questions Taking Up 


FTC Jurisdiction Issue 
(CONTINUED FROM PAGE 2) 
implications and deserve the most 

serious consideration.” 

The situation resulting from elim- 
ination of the premium payment test 
by revision of the tax code this year 
merits a word of caution, Mr. Thore 
said. “The question arises as to wheth- 
er it is sound practice to stimulate 
such transfers as a method of promot- 
ing sales of insurance. Unquestionably 
our sales force should take into ac- 
count that the premium payment test 
was adopted in 1942 to prevent the 
practice of selling insurance as an es- 
tate tax avoidance plan. But it should 
also be realized that many life insur- 
ance agents will discuss the recent 
amendment removing the premium 
payment test solely to stimulate inter- 
est in an estate program. In actual 
practice, few owners of life insurance 
are willing to transfer all right, title 
and interest in their policies. An in- 
vestigation will show, I believe, that 
while transfers of this kind are fre- 
quently discussed, the actual transfers 





A Great Program 








GUARANTEED RENEWABLE* 
OR OPTIONAL RENEWABLE 


*with Premium Safety Clause 


A new plan of Accident and 
Sickness Insurance that can In- 
elude: Disability Income; Hos- 
pitalization; Surgical Benefits 
Doctor's Calls, Dread Diseases 
ond Accidental Death. 


A Great Company 





World ranks 12th in individual 
accident and sickness premium 
income in the U. $. 


For General Agency Openings 
write to T. D. Eilers, President, 
World Insurance Building, Oma- 
ha, Nebraska. 


In the insurance world 
it's Warld Insurance 


are comparatively few. The estimated 
loss of revenue as a result of transfers 
of life insurance has undoubtedly been 
exaggerated.” 

In appraising this year’s social 
security developments, he said the 
insurance business must conclude that 
social security is widely accepted, that 
a fundamental change in our national 
thinking has taken place. This means 
that private insurers have a greater 
responsibility than ever to emphasize 
the risks of over-expanded social 
programs and the importance of vol- 
untary insurance in our economic sys- 
tem. 


“In meeting this responsibility it is 
hoped that recent failures to defeat 
increases in old age and survivors 
benefits will not lead to a feeling of 
futility or the adoption of a hostile 
or unrealistic attitude,” he said. OASI 
increases are related to the changes in 
our economy. They have outstripped 
the increase in living costs, but not by 
much, and lag behind increases in 
wages. The step down from earned 
wages to social security benefits is 
steeper today than it was 15 years ago. 
“All in all, what has happened to date 
is a matter of concern but it is not in 
itself a cause for extreme alarm. The 
efforts of the insurance business in 
opposing over-expansion of benefits 
has not been in vain.” 

Speculating on the future of social 
seegurity, Mr. Thore said that as the 
cost facts become known, legislators 
are becoming hesitant to mortgage the 
future—particularly as the subject has 
already been pretty well milked of 
political advantage. 

A possible development in the next 
10 years is a struggle between the 
major political parties to dominate 
and claim credit for health insurance 
legislation, a contest that could over- 
shadow OASI and result in stabiliza- 
tion of OASIT benefits. 

Mr. Thore concluded by asking for 
a realistic and cooperative attitude 
toward government on the part of 
insurance men. “It is our view,” he 
said, “that a business so vitally af- 
fected by federal legislation should 
not adopt a completely inflexible atti- 
tude in any given area.” If private 
business cannot provide an essential 
social service and is forced to concede 
that the government must help, a co- 
operative attitude would help in re- 
stricting government action to meet- 
ing basic needs. 


CIO Would Have Insurers 


Tell Welfare Commissions 


The code drawn up by the CIO and 
to be adopted this week at its conven- 
tion at Los Angeles calls for insurers 
to be required by law to make public 
all commissions paid on welfare funds, 
whether union or management con- 
trolled. The code was shaped at a 
hearing in New York by a special CIO 
committee on ethical practices. 

Chairman McConnell of the House 
education and labor committee has 
forecast, following his committee’s re- 
cent hearings on union welfare funds, 
corrective legislation for the regula- 
tion of such funds. 

The CIO committee stopped short of 
a call for elimination of commissions 
but wants unearned commissions out- 
lawed and insurers reauired to declare 
any earned commissions on funds. It 
also will call for publication of regular 
financial statements bv all funds and 
for a prohibition on dual pavments to 
union and management officials serv- 
ine as fund trustees. 

President Walter P. Reuther told 
the convention that crooked unionists. 
employers and insurance agents should 
be sent to jail together. 





Johnson Reviews Problems 


of Variable Annuities 
(CONTINUED FROM PAGE 13) 
um between the sevices performed by 
pension trusts, investment trust com- 
panies and life insurance companies. 
This vacuum is best met by the use of 
the annuity device coupled with eq- 
uity investments. If the life insurance 
industry is not prepared to move into 
this area, the interest of the public 
cannot long be denied, and the vacu- 
um will be filled from other sources 
by the use of the annuity mechanism. 
This problem may be illustrated by 
the example of a woman 60 years of 
age with no dependents who wants to 
provide for a life income throughout 
her remaining lifetime. The invest- 
ment trust company can only furnish 
her with installments for a fixed peri- 
od of time, since the life annuity is 
not available to it. A trust company is 
faced with the same problem and in 
addition must segregate its funds, since 
common trust funds are usually not 
applicable to custodian accounts. In 
addition the cost of administering 
small estates is high. 


The life insurance company has the 
advantage of low administrative cost 
and the annuity device but it must 
make extremely conservative invest- 
ment assumptions and make payments 
that cannot appreciate in value if 
there is further inflation. For example, 
all that several of the major compa- 
nies operating in New York will pay 
to a woman age 60 on a straight life 
annuity, non-participating, is a shade 
under 5.7% a year on the considera- 
tion, even though the total return 
could be as little as a single monthly 
payment. The companies assume a 2% 
interest rate on invested funds. 

In view of the low yield and the ex- 
perience of annuitants with inflation, 
such contracts are not attractive and 
do not fulfill the woman’s need. I be- 
lieve that the life insurance industry 
can and should fill this need through 
variable annuity contracts. 

To me these are several of the key 
questions which should be thoroughly 
discussed and considered by people in 
the life insurance industry in the very 
near future. 





Colorado Life Convention 


Names Daly President 


New officers elected by Colorado 
Life Convention at its annual meeting 
at Denver are: President, Clarence 
Daly, Capitol Life; vice-president, V. L. 
Tickner, Great Eastern Mutual: secre- 
tary, D. D. Vernon, Fidelity Life, and 
treasurer, A. J. Lefferdink, Colorado 
Credit Life. 

Named to the executive committee 
were Messrs. Daly, Tickner, Vernon, 
Lefferdink, Allan Brown and W. L. 
Baldwin. 

There was considerable discussion as 
to pending legislation and the group 
decided to hold another meeting Dec. 
14 at which some conclusions might 
be reached. 


Michigan A&H Sales 


Congress Set for Dec. 15 


Michigan Assn. of A&H Under- 
writers will hold its sales congress and 
annual meeting Dec. 15 at Kellogg 
Center on the campus of Michigan 
State college. The Detroit association 
plans to turn out in force for this 
event, and a number of the members 
will take busses in the early morning 
from there to East Lansing. 

Jack Whiting, Washington National, 
Detroit, president of the state associa- 
tion, will preside at the sales congress, 
at which the speakers will be Jay De- 





Young, DeYoung & Kummerow 
Chicago, on “Why Sell and When ang 
How to Sell A&H Insurance;” L. 4 
McKinnon, McKinnon & Mooney agen. 
cy, Flint, president of the Internationa) 
association, on “Our Place in the Sun”. 
John Panchuk, counsel of Federaj 
Life & Casualty, on “Current Trends 
and Regulatory Developments,” and 
R. L. MeMillon, Business Men’s Assur. 
ance, Abilene, Tex., “Penetrating Qjj.” 

Ray Boss, Time, Byron Center, vice. 
president of the Michigan association, 
will preside at the luncheon and at 
this occasion there will be entertain. 
ment. 

The association will have its annua] 
meeting and election late in the after. 
noon. 





Chicago A&H People to 


Treat Orphans at Party 


One hundred orphans and 100 Chi- 
cago A&H insurance people are going 
to have a Christmas party Dec. 14. 

The youngsters come from Chicago's 
north side Angel Guardian Orphanage 
and the Luthern Child Welfare Assn. 
in suburban Addison. The insurance 
men and women are members of Chi- 
cago A&H Assn. They have played 
host at the parties for seven years, 

Turkey is served at noon, followed 
by entertainment. Sports and televi- 
sion stars help hand out presents at 
the end of the afternoon, and these 
will include Fran Allison of TV, Lou 
Boudreau, manager of the Kansas City 
baseball club, Uncle Johnny Coons of 
TV, and Mayor Kennelly of Chicago, 


Nixon to Broadcast 


on Institute Program 


Institute of Life Insurance’s Mutual 
network program for national safety 
day, Dec. 15, will feature Vice-pres- 
ident Richard M. Nixon. Broadcast 
in cooperation with the President’s 
traffic safety committee, the program 
will also present personal experiences 
and traffic safety messages by Maj. 
Charles E. Yeager, air force test pilot, 
Ben Hogan, and Mauri Rose, race 
driver. 





Life of Va. Promotes Six 


Life of Virginia has named Joseph 
L. Hughes, field training supervisor in 
North Carolina, manager of its new 
district office in Jacksonville; Ray- 
mond E. McCann, manager of High 
Point, N.C., district, to manage the 
Roanoke district office; N. Calhoun 
Anderson, field training supervisor, to 
manage the High Point district office; 
and James C. Shields, field training 
supervisor, to manage the Rocky 
Mount, N.C., district office. 

The Columbus, O., district office has 
been split, with Horace M. Jobe and 
Charles E. Gaul as managers of the 
new districts to replace Henry L. Aus- 
tin, manager of the Columbus office 
for 31 years, who has retired. A testi- 
monial dinner in honor of Mr. Austin 
was attended by officials of the com- 
pany from Richmond. 





Union Mutual Scale Up 


Union Mutual has raised its dividend 
scale an average of 12% effective Jan. 
1, 1955, the sixth increase in nine years. 
Age, policy plan and duration will de- 
termine the amount of increase on in- 
dividual policies. 





Mass. Mutual Promotes Two 


Massachusetts Mutual has promoted 
Eldridge C. Thompson to assistant real 
estate secretary and William A. Morri- 
son to editor. Mr. Thompson was in the 
mortgage loan and real estate field be- 
fore joining the company in 1950. Mr. 
Morrison went with Massachusetts 
Mutual in 1925 and became associate 
editor in 1950. 





Knights of Columbus. has added the 
family income benefit to its various 
plans of insurance. 
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FIC H olds Pre-Trial; 
Suggests Trade Parley 


(CONTINUED FROM PAGE 1) 
Guaranty Trust Life, LaSalle Casualty, 
prudence Life and United of Chicago; 
Moses G. Hubbard, representing Com- 
mercial Travelers of Utica; Richard K. 
Decker, Illinois Commercial Mens 
Assn.; Cecil C. Frazier and Robert R. 
Neal, Travelers Health of Omaha; 
Claude Miller, Reserve Life of Dallas, 
and L. E. Thorngren, Mutual Benefit 
H&A. Southern National of San An- 
tonio and Commercial Travelers of 
Salt Lake City were also represented 
by counsel. 

No agreement was reached on plans 
to hold a joint hearing on jurisdic- 
tional problems, and the companies 
were told there is no way of consoli- 
dating the hearings on any of the 
issues. Mr. Sills said FTC will grant 
no more continuances after Dec. 22. 
FTC, he said, will make no allegations 
of malfeasance against state officials 
where adequate regulatory laws are on 
the books but have not been enforced. 


Mr. Mason in his South Bend speech 
said that if the industry petitioned 
FTC for a trade practice conference, 
and if the commission were to accept 
the same, a much higher rate of ob- 
servance of law would result that 
would always be far above any rate of 
enforcement. Undoubtedly there will 
be more complaints issued, for it 
would be manifestly unfair to single 
out the 17 companies now being sued, 
he said. Even so, A&H companies are 
so numerous that budget and other 
considerations would undoubtedly pre- 
vent anything like equal treatment of 
equal violations. 

Whenever a bad business habit is 
engaged in by a group of companies 
the same bad habit is apt to be re- 
peated throughout the business, he 
said. Competition itself leads to wide- 
spread repetition of misleading claims. 

He said he often has bitterly com- 
plained against hit-or-miss prosecu- 
tions and if the 17 companies have 
been careless, all other companies un- 
doubtedly have been also. A trade 
practice conference is a more effec- 
tive method than singling out a few 
companies as whipping boys for an 
entire industry, especially an industry 
of standing and integrity, he said. Men 
who dedicate their lives to the ser- 
vice. of humanity in furnishing pro- 
tection to the sick, the halt and the 
blind are of the character that this na- 
tion should be built upon. 

e * e 

He agreed with those who see only 
evil in any sort of encroachment of the 
government in the affairs of an indus- 
try now largely state-controlled, but 
said that on national advertising there 
ls a no man’s land across state lines 
that must be policed. More thoughtful 
leaders in insurance may welcome an 
anchorage toward which they can set 
their course as a protection against 
competitive endeavors that do not 
measure up to the high ethical stand- 
ards set by those companies respon- 
sive to civic obligations. 

The only way to get an authorita- 
tive answer from FTC on the question 
of cooperation is to file an application 
for a trade practices conference signed 
by as many members of the business 
as may be interested in working out 
problems on an over-all cooperative 
basis. 

It may be optimistic to forecast that 
the FTC machinery set-up to correct 
careless advertising habits could be 
Stopped abruptly so as to prevent fil- 
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Shanks Succeeds Clark 


as Lite Institute Chairman 
(CONTINUED FROM PAGE 1) 
vide for his own security. 

“While it is wonderful to argue prin- 
ciple, especially if it is our principle, 
nevertheless it is worthwhile to rec- 
ognize the political importance of the 
individual and how the majority feels 
about it,” Mr. Johnson commented. 
“In the long run this is the controlling 
factor. Management, in making its de- 
cisions, must recognize the importance 
of political environment created by 
individuals. It must be sure that what 
it advocates is in the interest of the 
majority of the nation. 

“There are some who would have us 
believe that the social changes which 
have come upon us tend to make the 
individual less aware of his own 
responsiiblity. I do not believe it, be- 
cause the trend does not substantiate 
it. Today in the changing world, the 
individual, who has become so im- 
portant, has even more hope and am- 
bition and a greater desire to provide 
more for himself and his family. 

® eo e 

“True, some may be satisfied with 
the minimum, but it is not those upon 
whom the security of the nation 
builds and grows. Rather, it is upon 
the individuals who accept the mini- 
mums as social requirements and who 
build upon these minimums to achieve 
what they want. They are the hope of 
our nation and the world.” 

The program also included the 
showing of a new film on heart-dis- 
ease research, A Matter of Time, pre- 
pared by the Life Insurance Medical 
Research Fund; and talks by August 
Heckscher, chief editorial writer of the 
New York Herald Tribune; Kirk Fox, 
editor, Successful Farming; and W. 
Howard Chase, of the public relations 
firm of Selvage, Lee & Chase, New 
York City. 

American National was elected a 
member of the Institute, bringing the 
membership to 163. 





State Mutual to Open 


Western Headquarters 
State Mutual Life is establishing 
western regional headquarters in Los 
Angeles. Hubert O. 
Seale will be res- 
ident officer. Mr. 
Seale, who joined 
the company in 
1953, will retain 
his title of super- 
intendent of agen- 
cies and will be in 
charge of expand- 
ing sales and agen- 
cy building in Cal- 


ifornia, Oregon, 
Hubert 0. Seale Washington, Colo- 
rado, Arizona, 


Texas, Louisiana and Minnesota. 

He is a graduate of Life Insurance 
Agency Management Assn. and is a 
member of its compensation commit- 
tee. 








ing of additional complaints, but 
where they have been issued and are 
yet to come this disposition might be 
best worked out by agreement. FTC 
has always been cooperative wherever 
respondents evidenced a_ willingness 
to come forward and dispose of com- 
plaints in this manner. FTC’s objec- 
tive is to prevent issuing of mislead- 
ing advertising. It never resorts to the 
application of penalties except when 
its orders have been violated. Its func- 
tion is prophylactic, not punitive. 
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ales Robot 


THE SELF-SERVICE UNDERWRITING KIT 









a new concept in 
group insurance 
selling! 


Until Sir Isaac Newton sat under a tree and had an apple 
fall on his head nobody placed any importance on such an 
occurrence other than a simple “Drat’.” Sir Isaac recog- 
nized the force of Gravity, and, subsequently, everyone 
gave gravity its due and wanted in on the act. 

The same holds true in Group Insurance! Insurance men, 
not realizing that group selling can be simplicity itself, are 
waiting for it to be “discovered” before going after the 
ripest, most profitable plum in the business! 


U.S. LIFE . .. leader in the group field, now makes it pos- 
sible for you to stop groping and start GROUPING for 
real volume with SALES-ROBOT®. . . a new unique self- 
selling kit. 


SALES-ROBOT® makes it possible for you to: 


¢ PLAN your group sales activity 

e SELL your own prospective clients 
e UNDERWRITE your own groups 
e BIND your own cases without delay 


If you’re not using SALES-ROBOT® you're losing sales 
and commissions. Reserve your ROBOT .. . now! There’s 
a new horizon in group selling awaiting you. 


Stop groping... start GROUPING ! 


Write now to your U. S. Life general agent or to 


~(UJonnan S7a73s 


LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 
peeeemmeeeo ew eae wee ec ee ee ewes esteem ee ee eee ee eee e2aee: 
The UNITED STATES LIFE INSURANCE CO., Dept. NU-12-10 
84 William Street, New York 38, N. Y. 
Gentlemen: Please send us complete information on The Sales Robot and 
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NAME - 
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Great-West Life 
Names Kilgour 
General Manager 


D. E. Kilgour has been appointed 
general manager of Great-West Life. 
He has been as- 

sistant general 


manager and di- 
rector of agencies. 
In his new capac- 
ity, he will assist 
H. W. Manning, 
vice-president and 
managing director, 
in executive di- 
rection of the com- 
pany, and will 
a&i continue to head 
the agency opera- 
tions in the United 





D. E. Kilgour 


States and Canada. 

Mr. Kilgour is a director of Life In- 
surance Agency Management Assn. 
and a former chairman of the Cana- 
dian companies committee. He is chair- 
man of the agency officers’ section of 
Canadian Life Insurance Officers 
Assn. 

He has been an executive officer of 
Great-West since 1943 when he was 
named secretary. Three years later he 
took charge of sales operations. He 
joined the company after graduating 
from the University of Manitoba in 
1933. 


Herbert A. Bell Joins 


Jefferson Nat'l Life 


Herbert A. Bell has been appointed 
assistant agency director of Jefferson 
National Life. Prior to joining Jeffer- 
son National, Mr. Bell was superinten- 
dent of agents for Western Life. He 
has also been state manager for Wood- 
man Accident in Oklahoma and asso- 
ciate agency director in Syracuse for 
John Hancock, with whom he started 
in the life business. 


DEATHS 


PHILIP N. ECKMAN, 68, retired 
vice-president of John Hancock Mu- 
tual, died in Natick, Mass. 

At his retirement in 1949, he had 
been 47 years with the home office. 
He joined the company in 1902 as an 
office boy in the industrial policy 
department and was later transferred 
to underwriting. 

Joining the group department at the 
time of its formation in 1924, he pi- 
oneered the group insurance plan in 
John Hancock. He was made manager 
of that department in 1940, 2nd vice- 
president in 1942 and vice-president 
six years later. 


EARL DEWITT TYER, 47, division- 
al manager of Southern Life & Health 
at Orlando, Fla., died. 











TIMOTHY N. WHITEHURST, 70, 
district manager of Pan-American Life 
at Beaumont for 20 years, died in his 
home there after a two-month illness. 
Mr. Whitehurst was the organizer and 
first president of South Coast Life. He 
had been president twice of the Dyna- 
mo club, official organization of lead- 
ing producers of Pan-American. He 
was a member of the Million Dollar 
Round Table. 


DR. WILFORD M. NELSON, 62, 
medical director of Old American Life 
of Seattle, died. He was a founder of 
the company and had been medical di- 
rector since the beginning. He was a 
director of Old American. 


To Ask New Congress 
to Continue Probe of 


Union Welfare Funds 

WASHINGTON—The House educa- 
tion and labor subcommittee has ended 
its investigation into union welfare 
funds and Chairman McConnell of 
Pennsylvania has made known he will 
request a continuation of the study by 
the 84th Congress. 

Arthur A. Peisner, general agent of 
Union Labor Life here and adminis- 
trator of 13 funds, testified that he re- 
ceived $144,000 from that source in the 
year ending July 31, 1953, and is pay- 
ing $45,000 in commissions over a 
three-year period to two union leaders 
for, bringing him new business. 

Elihu D. Frick, auditor of Charles 
H. Tompkins & Co., an employer trus- 
tee of the carpenters’ and laborers’ 
union trust funds, said he did not 
know about Mr. Peisner’s commission 
payments until the hearings and that 
now he is “dissatisfied” with Mr. Peis- 
ner. He added: “I think before another 
year we should request bids for the 
job of administering the funds and 
consider putting the administrator on 
the payroll where he would be work- 
ing directly under the trustees.’ 

Mr. Peisner has been getting flat 
fees for administration. 

Leo M. Nazdin, president of AFL 
Laborers District Council here and a 
cousin, by marriage, of Mr. Peisner, 
testified that he headed four Washing- 
ton welfare funds that hired Mr. 
Peisner as administrator while Mr. 
Peisner was paying him $30,000 com- 
missions for obtaining new out-of- 
town business. 

Mr. Peisner said he personally net- 
ted about $15,000 for the year with 
equal amounts going to two partners. 
He said he had agreed to pay 8%% of 
gross on new business to Faust Mores- 
chi, international representative of 
Hod Carriers, Building & Common La- 
borers Union, AFL, and to Mr. Naz- 
din, head of the Washington laborers’ 
union. 

Mr. Peisner said he became a gen- 
eral agent of Union Labor Life about 
seven years ago under an agreement 
providing for an overriding commis- 
sion on policies sold in Washington 
where no agent is designated. 

He said he received annual fees of 
$45,000 from two laborers’ union 
funds in Boston, $12,000 from a labor- 
ers’ union fund in Providence, and 
about $24,000 from a laborers’ fund 
in Baltimore administered by his 
partner. 

Edgar C. Parkhurst, staff accountant 
of the committee, testified that since 
September, 1949, the Washington 
funds administered by Mr. Peisner 
collected $4,702,783 and paid $825,788 
in insurance premiums and $2.9 mil- 
lion in direct claims. Gross cost of 
administering the funds during the 
period of his examination, he said, was 
$274,787. 





Mutual Life of New York has pro- 
moted Paul Thomson to assistant ac- 
tuary. He joined the company in 1931 
and was appointed staff actuarial as- 
sistant in 1953. 





Charles E. Cleeton, general agent at 
Los Angeles for Occidental Life of 
California, is recuperating at St. Vin- 
cent’s hospital there following a se- 
vere heart attack Nov. 27. Mr. Cleeton, 
past president of National Assn. of Life 
Underwriters and present chairman 
of the NALU locations committee, will 
be away from his work for several 
months. 


Dawson Asks Full Study 


of Social Welfare Picture 
(CONTINUED FROM PAGE 1) 
made studies from time to time of sep- 
arate segments of the social welfare 
picture, Mr. Dawson explained that 
what he was suggesting was a coordi- 
nated study of all phases of the entire 
problem, including its over-all impact 
on other elements in the economy. 

“In the present temper of the times, 
we cannot turn the clock back,” he 
said. “If we have promised too much, 
only time will tell. But it is not too late 
to weigh future extensions in the light 
of our capacity to pay all those who en- 
joy the benefits. This at least, we can 
do. And if integrity is not to be for- 
saken as a national ideal, it is a simple 
obligation of citizenship, regardless of 
party... 

“I am confident that in this great 
country we can all have real security 
if we are willing to work for it and 
obtain it by stages that do not ex- 
travagantly pledge the future or dis- 
rupt the country’s economy. But unless 
we guard against those dangers, we 
may go down in history as the genera- 
tion which, instead of passing on a 
better and richer country to the next 
generation, as our forebears did, mort- 
gaged the future of our children and 
grandchildren, to assure our own ease 
and comfort. The fact that we may 
have done it, not from malice or self- 
ishness but from ignorance or mis- 
guided generosity, will not mitigate 
the blame that future generations will 
heap upon us.” 

The reports of Bruce E. Shepherd, 
manager, Eugene M. Thore, general 
counsel, and Henry R. Glenn, asso- 
ciate general counsel, are summarized 
elsewhere in this isue. 

The only speaker cutside life insur- 
ance was Cleo F. Craig, president of 
American Telephone & Telegraph, who 
addressed the luncheon Wednesday on 
“Big Business and the Community.” 

There was a cocktail party late in 
the afternoon, following the discussion 
of current problems led by Mr. Daw- 
son, Mr. Shepherd, and LIA commit- 
tee chairmen, which is reported else- 
where in this isue. 

Thursday there was a symposium 
on “Life Insurance and Changing Con- 
ditions,” which was continued in the 
afternoon. The business session and a 
short meeting of the new board of di- 
rectors followed: Gulf Life was elected 
a member of LIA earlier in the week. 





Liberalizes Non-medical 

North American Life of Chicago has 
again liberalized its non-medical 
rules, now permitting the writing of 
female risks on the same basis as 
males, which is in amount of $10,000 
up to age 40 inclusive. Also the non- 
medical limitations from ages 41 to 45 
inclusive will be $2,500 for both males 
and females. 


B.M.A. to Have Wis. Rally 


Business Men’s Assurance will hold 
a sales meeting for Wisconsin agents 
and wives Dec. 12-13 at Milwaukee. G. 
A. Diehl, Milwaukee manager, is in 
charge of arrangements and will pre- 
side at the business sessions. 





The Wisconsin sales organization in — 


November produced more than $1,250,- 
000. The home office will be repre- 
sented at the meeting by L. D. Ramsey, 
vice-president and controller, and Lile 
Hopkins, sales assistant. 





e At a New York Life training con- 
ference held at the home office, 32 
group. office representatives from 
throughout the United States and Can- 
ada attended. 








Hope Looms for 642% Tax: 


Insurers Are Behind It 
(CONTINUED FROM PAGE 1) 
picture to any appreciable extent, 

Eldon Stevenson, president of Na. 
tional Life & Accident, reported that 
Life Insurers Conference, of which he 
is president, is completely for the 64% 
basis. The members voted for it una. 
nimously Nov. 29. 

William Bradshaw, president of 
Provident Mutual, said he was a little 
disturbed by the suggestion that the 
6% % basis is “what all ought to plump 
for.” He believes the 642% is too high, 
Mr. Bradshaw said he wanted to dis. 
pel the idea that the companies are un. 
animous on the 64% figure. 

Claris Adams, executive vice-presj- 
dent and general counsel of American 
Life Convention, said it is true the 
business does not have a consistent po- 
sition and this thought shows how 
complex and difficult the problem is, 
He said it is almost a miracle that the 
tax committee was able to obtain un. 
animity. However, “there is no as- 
surance that what we have agreed on 
is what we are going to get,” and con- 
sequently nothing could be worse than 
a divided front in the business. 

During the discussion on union wel- 
fare funds, E. B. Whittaker, vice-presi- 
dent of Prudential, referred to demands 
that had been made for elimination of 
the agent’s commission in these cases, 

“This thing is very, very serious,” 
he said. “We have got to stand together 
and defend the agent’s existence.” 

W. P. Worthington, president of 
Home Life of New York, said it is 
likely that there will be some legisla- 
tion of welfare fund regulation in Con- 
gress, in New York, and probably in 
several other states. As to the position 
the life ir.surance business should take, 
he said that probably it would be 
unanimously against wanting federal 
regulation of life insurance and it 
seemed that the least the industry 
could do in taking a position was to 
say that it would not oppose federal 
legislation if it were limited to purely 
disclosure type of legislation but any- 
thing beyond that should be left to 
the state. 

He said it was also felt that if the 
companies were to sit back and let the 
kind of bill go through Congress that 
is likely to be introduced it would pro- 
bably go further than disclosure legis- 
lation. So “we felt we should be wil- 
ling” to consider a  Taft-Hartley 
amendment that would limit legisla- 
tion to the disclosure type and then 
work with New York and _ perhaps 
other insurance departments to help 
formulate legislation. 





Oren D. Pritchard, whose candidacy 
for election as a NALU trustee at the 
next annual con- 
vention was an- 
nounced in a re- 
cent issue of THE 
NATIONAL UNDER- 
WRITER, is mana- 
ger of Union Cen- 
tral Life at Indi- 
anapolis. A_ long 
time association 
worker, Mr. 
Pritchard was 
chairman of the 
state law and the 
nominating com- 
mittees of NALU last year and he 
heads the state law and _ legislation 
committee this year. He has been 
president of the Indianapolis associa- 
tion, of the state association and of the 
General Agents & Managers Assn. of 
Indianapolis. He has been Union Cen- 
tral’s Indianapolis manager since 1936. 


Oren D. Pritchard 
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te They're wonderfully in love. Their hearts are set on the 
Top commissions. future. They're ready to listen to MASTERPLAN. 
Jim is 24. He establishes an immediate estate and security 
for Joan with a $10,000 policy. His annual premium 
is $289.90. When Jim reaches 44 he chooses to leave his 
$2,000 cash savings with the company and continue 
protection for Joan with the idea of enjoying the 
Retirement Benefits. He still pays the low original rate— 
but only until he is 59. From then until he is 65, his funds 
automatically accumulate at compound interest. At 65, 
Jim will have $16,880.00 (including dividends), a clear 
profit of $6,733.50. If he wishes, Jim can provide a 
lifetime annual income of $1,275.60—and they 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY | 
Extraordinary case?... NO! Exceptional benefits? ... YES! 


And these are but two of the many unique features in 
MASTERPLAN—a Complete Insurance Program 
wrapped-up in one simple, easy to sell package. 
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Theo. P. Beasley, President Home Office, Dallas | | 





For further information about MASTERPLAN write 
Frank Vesser, Vice President 


General American Life 
one of the nation’s leading mutual legal reserve companies 
ST. LOUIS, MO. Ceeeiin ts 
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PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
Frankfort - Indiana 
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— ANXIETY tingled through his fingers as he 
twisted out another cigarette in the littered tray. His com- 
placent self-assurance could no longer resist the tension of 
waiting. Then the door opened—and his doubts and uncer- 
tainties suddenly robbed him of words to say next when 
facing his customer across the desk. 

Too often, men falter on the threshold of an important 
business assignment simply because they lack the initial 
training the job requires. And because this training can be 
a very real factor in determining your rate of progress, it 
should be a major job consideration. 

A good reason for you to look into the accelerated 
training program provided by The Union Central Life 
Insurance Company. Under the personal supervision of 
men vitally interested in your success, you gain a thorough 
understanding of life insurance, its applications and par- 
ticularly the special skills you need to sell it. And regular 
sales meetings constantly alert you to new and effective 
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selling methods. In addition, the Company provides ad- 
vanced training facilities that can lead to a professional 
degree awarded by the American College of Life Under- 
writers. This is the kind of cooperation you can expect 
from The Union Central—the company that has developed 
many of the nation’s leading life underwriters earning 
more than $25,000 a year! 

But thorough training is just one of The Union Central’s 
seven major job benefits. Other considerations include 
choice of location, research-tested working tools, oppor- 
tunity for steady advancement, sound earnings plus liberal 
retirement and pension plans, stable employment that does 
not rely on business conditions, and scientific aptitude test- 
ing that aids you in determining which job is best for you. 

Yes, The Union Central—with its policies that take care 
of every life insurance need from birth to age 70—can 
open your door to independence, security and self-satisfac- 
tion. To get all the facts, drop us a line and we'll be glad to 
arrange an interview at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 


One of a series of advertisements designed to be of service to men contemplating a life imsurance career, appearing in 
magazines and life insurance trade press where men are likely to look for information about companies and job opportunities. 











